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Krippendacr} 


FOOT REST 


SHOE 


Flexible Littleways and Goodyear Welts 


ACROSS THE BOARD ... Every shoe one brand and one price, $3.90. 
ALL SEWED .. . Exceptional wear, flexibility and customer satisfaction. 
SMARTEST STYLES ...In the trend—a Foot Rest for every woman. 
COMFORT . . . That is complete, brings repeat sales and sure profits. 


QUALITY ... Above all else has made our shoes famous for 69 years. 











IN STOCK... 70 selling styles and materials. Send for catalogue. 


ADVERTISING .. . Every season in six national women’s magazines: 
Vogue . .. Good Housekeeping . . . The Ladies’ Home Journal . . . McCall's, 


The American Journal of Nursing . . . The Instructor (teachers’ magazine). 





SHOE FAIR . . . See Foot Rests, 718 Netherland Plaza, Cincinnati; or write us. 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATL OHIO . . . MARBRIDGE BLDG.. NEW YORK 


All Styles $6.50 Retail 


Denver West $6.85 
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Mi. M. SUCKERMAN of Huron. 
S. D., writes: 

“The biggest problem today is to 
get both the manufacturer and the 
designer out of the wilderness onto 
a sound and level basis. With sound 


and logical styles and with clear 
thinking, there is money to be made 
in the shoe business for all.” 


HBANGER’S BOOT SHOP of 
Bloomington, Ill., puts it briefly and 
effectively: “What the shoe busi- 
ness needs right now is a little slow- 
ing down and stabilization.” 


7 * * 


FRED STAUDAHER of Bozeman, 
Mont., says: 

“In these times opinions differ so 
greatly that the least mention of 
politics the better. There are only 
four months of the year that a shoe- 
man can make a profit and by all 
means he should talk shoes to his 
customers and nothing else.” 


BBLOCK’S SHOE STORE of Owa- 
tohna, Minn., writes: 

“The reason shoe merchants wail 
about the so-called ‘fancy’ shoes is 
because there generally is no fit to 
them. If the ‘gadgets’ in shoes 
would have some fit to them, they 
would sell all season. Generally, a 
customer will ask for open heels, 
etc., but will purchase a pair of 
shoes a little more moderate. If the 
designers would have to fit the shoes 
they design, there would be more 
sanity in the shoe business and there 
would be no clearance sales before 
the season starts.” 


HR. J. MATCHETT, manager of 
the Buster Brown Shoe Store in 
Santa Monica, Calif., tells us: 
“There is more life to the men’s 
business this season than we have 
experienced for a long while. This 
is especially true in the five dollar 
retailers. Men are certainly taking 


[15] 


to those new tan shades, the new 
lasts-—while the sport shoe business 
is off to a tremendous pace that has 
every indication of continuing all 
through the Summer.” 





BROBERT E. PRICE of Price's 
Shoe Shop, Malone, N. Y., says: 

“STYLE”—this five-letter word, 
if continued, will no doubt mean the 
failure of many small retailers, as 
they cannot keep up with this pace 
that has turned the American wo- 
men into style fools. 

“It is my sincere belief that the 
small retailer, who has striven to 
maintain correct fit in orthopedic 
shoes and who has, in the past, en- 
joyed a successful business—today 
finds himself face to face with the 
style craze question which either 
means success or failure for his 
many years of tireless effort to fit 
the American public with the prop- 
er type of footwear. 

“The manufacturer, who is the 
responsible person for this sudden 











change, is the only man who can 
correct this by again bringing back 
our style-crazy public to regard 
their feet as they would their teeth 
and to give them the same consider- 
ation they rightfully deserve.” 


* * . 


HR AYES & JONES of Waterbury, 
Conn., say: 

“We find that high riding pumps 
are gaining in popularity all the 
time. In better grade shoes our cus- 
tomers want pumps, but not to an 
extreme, as in open toes and heels.” 


ILEE M. PERRY of Brown Shoe 

Fit Company, Knoxville, Iowa, says: 
“I believe business would be bet- 

ter if we all keep in the right frame 

of mind.” 

THE Stevens Shoe Store, Ottum- 

wa, Iowa, writes: 

“Surely the shoe industry is smart 
enough to make smart, stylish shoes 
that can be fitted properly. They 
could also adopt colors that con- 
form to the season and use leathers 
that are dressy without being camou- 
flaged.” 





THE FIRING sQuAD / 
a 


2 
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BBEN C. SIMES of Clinton, Mo., 
says: 

“I feel the chain leased depart- 
ments and shoe stores that are oper- 
ated as an outlet for factories are 
the cause of much of our malady of 
hysteria. Try to buy a standard six 
eyelet oxford in such a store. It 
can’t be done . . . a real good-fitting 
last in a good sensible, health type 
shoe! Nothing but cheap, ill-fitting 
imitations with a lot of ballyhoo 
from Hollywood, deceiving the pub- 
lic during the present hard times. 
We have been in the merchandising 
game about sixty years. We find 
more change in the last five years 
in depreciation of stock because of 
style. 

“We feel that the bigger shoe fac- 
tories are having difficult times mak- 
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ON CIRCULATION 





—When blood is in motion, cours- 
ing normally through the veins, 
we have Life. 

—But when blood becomes stag- 
nant and ceases to flow, Life 
stops. 

—As blood is to Life, so money is 
to Industry. 

—Money in Motion, passing in nor- 
mal rapidity from hand to hand, 
creates active business— 

—But when money stagnates, re- 
fuses to function, business mor- 
tification sets in. 

—A _ pulmotor oftentimes restores 
Life. 

—Who will invent a "pull-motor" 
to set dollars in full motion 
again? 


eee 


President 





ing a legitimate profit. And this is 
probably due to the little operators 
who can manage a chain of depart- 
ments across the country with the 
outflow of small factories, upsetting 
entirely the idea of legitimate shoe 
business. 

“There is a need for national leg- 
islation to cope with this situation. 
Just as the motion picture industry 
has their Czar, so does the shoe in- 
dustry need a Czar to govern and 
rule a legitimate business. There 
have, in the last ten or so years, 
been too many dizzy-izzies who have 
been lucky enough to run up a shoe 
merchandising game from a few 
thousand dollars capital to a million 
dollar business; and until this sit- 
uation is corrected, we will have our 
heel-less and toe-less shoes when 
there is snow on the ground, as well 
as our short vamp and high wall 
vamp for the Fall that is ahead of 
us.” 











A. W. KARP of Faribault, Minn., 
says: 

“We have not noticed any marked 
trend toward pumps in this section. 
Of course, we always sell a number 
of pumps. I would say elasticized 
suede and kid in neat gore patterns 
for Fall will be big sellers.” 


B. 0. DUNHAM of Centerville, 
lowa, says: 

“Our profits are made on staple 
type footwear, on which we have 
very little trouble in getting deliv- 
ery. Thirty to sixty days has been 
time enough to place orders for us.” 


THE white accent, which screen 
designers both favor and fear, has 
definitely arrived on the Summe: 
scene. Milo Anderson, the Warne: 
Brothers’ designer, declares a white 
accent is exquisite against skin as 
tan as Margaret Lindsay’s. It is, he 
says, “a striking center of interest 
on almost any background, fresh 
and cool, a foil for all other colors.” 


FLOYD G. FREDERICK of Fred- 
erick’s Shoe Store, Souderton, Pa., 
writes: 


INGREDIENTS FOR A PERFECT SHOE 


HEALTH 














“I feel that shoes should be built 
for health first, comfort second and 
beauty third. This will insure the 
future of footwear and it is my hon- 
est opinion that every shoe merchant 
and clerk should attend classes 
where they can amplify their knowl- 
edge of shoemaking and be in a 
better position to assist the custom- 
er in securing better foot comfort. 
It would be extremely helpful if foot 
exercise pamphlets were included 
in every shoe carton, walking clubs 
promoted and a general promotion 
of foot health preached throughout 
the nation.” 

* o * 
MORTON WILLIAMS of Morton 
Williams, Inc., Tampa, Fla., says: 

“There is nothing more costly to 

the merchant than poor delivery 
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service. That anticipation is the 
means of assuring prompt delivery 
service is questionable; because it 
is impossible to grant an unlimited 
time to the ever-increasing demand 
for newer and faster patterns. Any 
change in pattern detail seems to be 
a just excuse for late, past due ship- 
ments. A merchant can only expect 
what his manufacturer promises 
and most shoe merchants I have 
known are very fair in trying to 
understand the reason for such ship- 
ping dates as are given when orders 
are taken. A good merchant usually 
wants to stick by his good factories 
and work out such problems as they 
come up and it seems that the prob- 
lem is not so much anticipation on 
the part of the merchant but more 
the need for the manufacturer to 
line up accurately, in advance of 
promises, a shipping date that can 
surely be met and not yield to un- 
reasonable demands on the part of 
any retailer as a means of getting 
that business before some competi- 
tor beats him to it.” 


- * * 


J. E. SULLIVAN of Brick and 
Sullivan, Willimantic, Conn., tells 
us: 

“I think the fashion magazine 
writers and movie stars are killing 
the shoe business. . . . Let’s bring 
back the shoe business into shoe 
men’s hands.” 

W.. A. JOHNSON of Fiery’s Shoe 
Store, Martinsburg, W. Va., feels :— 

“The manufacturer ought to give 
a longer time for discounts—since 
the average merchant must sell some 
shoes before he can buy. If he is 
to receive his shoes early, pay in- 
surance or storage on same for a 
month before he begins to sell, he 
should have sixty or ninety days to 
make his discounts.” 


EE. W. ACKLIN of Acklin Bootery, 
Salem, Oregon, writes: 

“We bought only twelve pairs of 
open toe and heel shoes and we still 
have four pairs left; and we’ve done 
a much better business this Spring 
than we did last. I can’t understand 
why so many of the shoe dealers 
have gone crazy over crazy shoes. | 


sure feel sorry for lots of them. If . 


most of the shoe factories would pay 
a little more attention to the need 
of the shoe dealers instead of too 
much attention to the stylist, we 


would all be better off.” 


BR. G. SIEBERT of Siebert’s Shoe 
Store in Cape Girardeau, Mo., says: 

“We would like to see a return to 
more orderly shoe business . . . fit- 
ting the feet with shoes and not just 
the latest idea in shoe fashions. Our 
experience this Spring with open 
toes and particularly open heels 
hasn’t been at all satisfactory or 
profitable. Fortunately, we didn’t go 
to extremes on them and are not so 
badly hurt, but general opinion, 
that we have gathered from retailers 
and salesmen in our community, is 
that these heel-less shoes haven't 
gone over so hot. 

“We would certainly welcome a 
return to the more saner types for 
Fall.” 

- * 7 
MARGOLIS BROS., Williamston, 
N. C., writes: 

“The trends 


styles and color 





change so rapidly that it is almost 
suicidal to buy too far in advance. 
This season was a perfect example 
of this as all salesmen were push- 
ing japonica as the number one 
color for Spring . . . three to one 
over any other color. But as the sea- 
son opened up, it ran a poor third 
with us. So what is the shoe retailer 
to do?” 
7 a 7. 

EDR. CLYDE W. DALRYMPLE of 
Little Rock told the Arkansas Osteo- 
pathic Association: 

“Women with foot trouble out- 
number men—ten to one . . . blam- 
ing shoes without backs and those 
without either backs or toes. Both 
types allow the foot to get complete- 
ly out of shape. To make it a thing 
of beauty today and a knotty, bumpy 
thing in years to come . . . what 
price vanity! 

“Stockings must be tight across 
the toes, so they will look well kept 
in the modern shoes. But again van- 
ity interferes with common sense, for 
short stockings do much more harm 
than ill-fitting shoes, deforming the 
toes, cramping muscles of the calf of 
the leg, forming bunions, and cre- 
ating a terrible disposition. 


“Proper footwear would be stock- 
ings ‘plenty long.’ ” 


"| hope you don't mind, Madam. I'm getting married at six tonight.” 








WE think she will like them. We think she is ready 
for a change, # change to something more simple, digni- 
fied and lady-like. And by this, we don’t mean more 
“stuffy,” although we do think that the end of Summer 
will bring the end of the tremendous vogue for the 
open-toed street shoe. There are signs of the change 
already, in the air and in the ads. One leading New 
York store recently ran a feature advertisement on 
losed-toe street shoes. However, that does not mean 
hat, as far as your Summer selling goes, you will not 
ave plenty of demands for the very open shoe. 

What we are interested in here is Fall. The general 
trend was well expressed by one prominent retailer as 
he looked over an exhibit at the Shoe Fashion Guild 
Show. “Shoes are shoes again,” said he. And we 
thought of a remark overheard just four months ago 
at the Chicago Show. “Open them up much more and 
you won't have any shoe left.” There you have the 
difference in thought between Spring and Fall, 1939. 

“First news is last news,” they are saying in the shoe 
trade. This Spring has launched two important ideas 












Customer Think 


How Wiil She Like the Radicaliy 
Different Lasts, the Clesed Toes, 


the New Treatments and Colors? 


in lasts—the very broad, round tread, called “balloon” 
or “blimp” and the turned-up toe named variously 
“bull dog,” “pug,” “Turkish,” “Sultan,” etc. Walled 
lasts, with flat soles or Dutch rocker bottoms, round or 
square toes, on heels of varied heights, are increasingly 
important. They are the newest looking ideas on the 
market and should appeal to your customer for several 
reasons. In the first place, they are news. Second, they 
are both comfortable and flattering to the foot, espe- 
cially the long foot. (Note here, the number of “mocca- 
sin” toes achieving the same effect.) And third, they 
are being talked of as the natural successor of the open 
toe shoe because they give plenty of room to the foot 
that has become accustomed to the opened-up ease of 
this Summer’s shoes. 










Two versions of the 
turned-up toe, an in- 
teresting innovation to 
be found in many 


Fall lines. 












































of the New Fall Shoes? 


by ELEANOR M. RUTLEDGE 


These lasts are being used on all kinds of patterns. 
We show them here in just three of many possible 
adaptations. The turned-up toe on a dressy oxford is 
a favorite version, and so we illustrate it here in a 
basic oxford pattern, such as any one of dozens of 
style manufacturers are showing. (In all these eight 
sketches, by the way, we are showing basic types, not 
specific shoes from individual manufacturers.) The 
Dutch rocker bottom sole with walled last we have 
illustrated in a spat pattern made of suede and alligator, 
the latter being a prime favorite this Fall for all-over 
shoes or trims. The square toe on walled last we have 
shown in a spectator sport high riding pattern which 
was seen in several high style lines and which may be 
the first step toward the introduction of the real boot 
in a dressier type. Everyone is very sceptical of the 
boot, but we can only say you never can tell. 


THE step-in in a great many versions is the number 
one pattern. We show it here in just two ways—the 
spat already mentioned and the low cut pattern with 
high flared tongue and Colonial buckle. In these two 
there is more volume, of course, in the spat, but the 
greatest acceptance will no doubt be in the classic me- 
dium high type with side gores. Cuffs and tongues show 
a marked gain in this group. The flared tongue with 
Colonial buckle will probably be very limited but it 
seemed important and indicative enough to us to in- 
clude in these eight basic types. Your high style cus- 
tomer with a pretty foot and ankle and a little sense 
of the dramatic—and historic—will like it and buy it. 
After step-ins come pumps, all kinds of trimmed 
pumps. Here is where the little bow—so popular on 
step-ins too—has its heydey. In the more tailored pat- 
terns buttons are being effectively used. “Window” 
openings in the vamp are very popular in dressy pumps. 
More dressy oxfords will be seen this Fall. They are 
usually high riding, frequently cut low at the sides in 
a D’Orsay or near-D’Orsay line—very popular this 
[TURN TO PAGE 32, PLEASE] 


Leading types of Fall 
shoes as sketched by 
Recorper artist from 
new lines on display 
in New York sample 
rooms this month. 
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The 


1 ARE your plans all laid 

for a busy, profitable 
June? With the proper sales 
promotions June should be a 
good volume month and a 
profitable month, what with 
graduates, June brides, the 
start of the vacation season 


Retail Shoe Store 


CALENDAR 
For JUNE 


2 TODAY'S newspaper ad 

should play up footwear 
for graduates and for 
June brides. Use plenty of 
space and plan an ad that will 
get attention. Be sure that you 
give plenty of space to ho- 
siery too. A separate adver- 
ti t on the sports news 





and the advent of S$ ‘ 
There should be a promotion 
for every week of this month. 


5 IN planning new window 
displays for the week 
there should certainly be a 
showing of “Footwear for the 
Bride,” and there should also 
be a display of graduation 
footwear. Have you changed 
your backgrounds lately? it 
would give your windows a 
new appearance if you would 
put in new Summer back- 
grounds. 


DID yesterday's stock 
check disclose some num- 


and window specials this 
month? And mark them down 
enough, so that they will sell! 


.) 

: 
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pose, addressed to men, about 
Summerweight shoes would be 
timely, too. 


JUNE marks the begin- 

ning of the vacation sea- 
son, which means an increased 
demand for smart Summer 
footwear. This week would be 
a splendid time to send out a 
mailing emphasizing the abil- 
ity of your store to supply 
every need in the way of va- 
cation footwear. Be sure and 
emphasize “price.” 


HAVE another good- 
sized advertisement to- 
day for tomorrow's selling, 
featuring Summer and vaca- 
tion footwear. If you have 


ing that on these items quan- 
tities are limited and when all 
are sold no more will be avail- 
able at such low prices. 


3 OF course you have re- 
arranged your windows 
somewhat to emphasize the 
items you featured in yester- 
day's newspaper ad. But how 
about displaying those same 
items on tables or the tops of 
cases inside your store? This 
makes it easy for your sales- 
people to call attention to 
them while serving customers. 


7 THE day for your weekly 

check of stocks. And keep 
in mind that in June you must 
keep stocks up sufficiently to 
meet the varying demands of 
the month, while at the same 
time you are trying to bring 
investment down and get your 
stocks clean in preparation 
for the coming season. 


10 DO all of your sales- 

people have a list of all 
the numbers you are particu- 
larly anxious to clear away? 
Are your “specials” featured 
on tables up in the front of 
the store, and in your win- 
dows? Did you rearrange your 
displays somewhat this morn- 
ing so they will look “different” 
to Saturday shoppers? 


is that 
stocks. Last week you went 
over your check sheet and 
marked certain numbers you 
were determined to close out 
before the end of June. That 


14 THE big icb for todey 
weekly check of 


was a week What does 
today's check as to those 
same numbers? Have you 
started them moving? 





i 
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J une is the Month of Brides and Graduates Besides Marking 
the Beginning of the Vacation Season. These Three Subjects 
Offer Splendid Opportunities for Outstanding Ads and Win- 
dow Displays. The Summer Selling Season Should Be Really 
Under Way at This Time, and Your Ads and Displays Should 


Carry a Continued Emphasis on White F ootwear 


15 IF some of the turn- 

killers you marked down 
last week have not begun to 
sell, ask yourself if you really 
reduced them gh? There's 
an old saying that “your first 
loss is your one,” and it 
is inevitably true that the 
store that takes real mark- 
downs the first time has clean- 
est stocks. 





20 DID you get any results 
from your mailing on 
golf shoes last week? Then 
why not send out another 
postal card today on some 
other line? Hosiery, for in- 
stance? Such mailings are 
very inexpensive, and you must 
figure that every one of them 
brings you results indirectly 
that you cannot measure. 


94 A big window display 
of your best selling ho- 
siery number, with some big 
attention-getting display cards 
playing up the price, will prob- 
ably help today's sales as 
much as anything you can put 
in your windows. And of course 
there will be a good vacation 
display to back up your ad. 


99 JUST two more days of 
June remaining. 
are your plans for July? a 


16 YOU should have an- 
other good-sized adver- 
tisement today for Saturday 
selling, and again the theme 
should be “Footwear for Folks 
Who Are Planning Vacations." 
Of course your ad will be read 
by lots of folks who are not 
planning vacations, but do 
need shdes, and the vacation 
theme gives your ad interest. 


91 AFTER you have fin- 
ished your check of 
stocks today and have looked 
over the figures, ask yourself 
“Are my stocks going to be 
as clean as they should be on 
July Ist?" Uf the answer is 
“no” then you are not putting 
to as gocd use as you should 
your weekly stock check in- 
formation! Why not use it? 


96 THIS week's window 
displays can be built 
around the theme, "Smart 
Footwear For The Fourth" 
which gives you plenty of op- 
portunity to get some interest 
into your backgrounds and 
display cards through pictures 
of exploding firewo-ks, etc. 
Are you pricing every pair of 
shoes you put in your windows? 


30 THE best thing you can 
do today is to plan an 
exceptionally good newspaper 
ad that will start July off with 
@ big day tomorrow. You have 
plenty to talk about in such 
an ad; the coming July 4th 
holiday, vacation footwear, 
and the “specials” you ore 
planning to offer. 


17 IF you have some spe- 
cials you plan to fea- 
ture as window leaders today, 
use- some big flashy window 
cards, and give your windows 
a “sale" appearance. Such a 
window always gets attention, 
and if the values you are of- 
fering are really worthy you 
will get action! But you can- 
not do this every Saturday! 


99 ARE you going to have 
a July Clearance Sale 
this year? If you are, is it not 
because you did not merchan- 
dise your stocks as well as you 
should have? The ideal condi- 
tion is to have your stocks so 
clean at the end of the season 
that a clearance is not neces- 
sary. It can be done! 


97 OF course, the impend- 
ing July Fourth holiday 
provides an excellent reason 
for a mailing to your customer 
list today, if you are so in- 
clined. Frequent mailings such 
as are advised here, will get 
better cumulative results than 
occasional ones, and such 
mailings need not be at all 
expensive. 


1 OF course you will 

change your window 
displays around today, and 
there is no better theme than 
the “vacation” theme you 
have been featuring. Go to 
your local railroad station and 
see if you cannot secure some 
interesting posters to give “at- 
mosphere” to your vacation 
and travel footwear displays. 


9 3 A good heading for to- 

day's newspaper ad 
would be “Tomorrow We Ex- 
pect To Provide New Footwear 
For A Lot Of Folks Who Are 
Going On Vacation July Ist.” 
It is a rather unconventional 
headline for an ad, but it will 
get attention and probably 
more attention than a more 
formal heading. 


98 THE coming week-end 
should be a good sell- 
ing period, so look over that 
stock check that you took to- 
day, and make very sure that 
there are no items in stock 
that should be marked down 
and sold. This weekend will 
probably be an excellent time 
to dispose of such items as 
“specials.” 
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NOW IT’S FATHER’S TURN 


This Official Father’s Day Poster, from 

original by Howard Chandler Christy, 

is available from the National Council 
for the Promotion of Father's Day. 


**BS Dad going to the Fair? Then give him the 
Father’s Day gift he will REALLY APPRECIATE— 
you’ve guessed it—SLIPPERS! And how he will bless 
you when he gets back to the hotel after a day of pave- 
ment pounding.” 

Whether headed East or West, every Dad who goes 
to either Fair will need a pair of “dog resters.” So 
will Mother and the kids, also, if reports mean any- 
thing. There’s plenty of walking to be done at the San 
Francisco exposition, and when it comes to New York, 
well, 

The Evening Post reports: “That should be the theme 
of this Fair, a fellow walking with sore feet,” said a 
weary visitor, pointing to Jo Davidson’s statue of Walt 
Whitman near the Hall of Pharmacy. At the base of the 
pedestal, however, were these words: ‘Afoot and light- 
hearted, I take to the open road’ from the ‘Song of the 
Open Road.’” 

And H. Allen Smith observes in the W orld-Telegram: 
“Some Woild’s Feh,” exclaimed a young man at 
4:15 P.M. yesterday. He was standing before a sheet 
of blue water, cascading down the facade of a building 


And More Shoe Stores Are Plan- 
ning to Play Up Father’s Day, 
Jane 18, 1939, than Ever Before 
Since This Holiday was Inaugu- 
rated—Here’s an Opportunity to 
Adcertise, Promote and Seli Extra 
Pairs eof Slippers, Hosiery. Shoes 
and Other Appropriate Father's 
Day Gifis—World’s Fair Year 
Makes Such Gifts Speciatty 


Appropriate. 


by BR. E. ANDRUSS 


in the Plaza of Light. His companion, a boy in a plum- 
colored windbreaker, let his eyes follow a silk-hatted 
gentleman passing into the Avenue of Labor. “Some 
Woild’s Feh, you said it,” he agreed, “But I’m gone 
color blind, I got a ringing in my ears, and my feet 
hoit me clean up to my shoulder blades!” 

Continuing, Mr. Smith says: “Yes, it’s some Woild’s 
Feh. And no trick at all to acquire the ailments and 
aches mentioned by the young man in the wind- 
breaker. The exhibits are majestic and startling to the 
eye, but the miles of park benches have a merit all their 
own. The Fair people say the avenues and lanes have 
been paved with a resilient bituminous asphalt—easier 
on the dogs than concrete. Maybe so, but more than 
one visitor plopped down on a bench yesterday and 
unblushingly removed his shoes.” 


FROM a Macy shoe ad we gather: “The World’s Fair 
has 52 miles of streets; if you could walk 444 miles 
an hour it would take you 12 hours to get around the 
grounds. Yes, the fair is wonderful if your feet don’t 
weaken.” 

Why not play for an extra sale with a little slip in 
the toe of the slippers bought for Dad? “Thanks to 
someone’s thoughtfulness, you have a pair of comfort- 
able new slippers to rest your feet after a strenuous day 
at the Fair. How about your shoes? With all the walk- 
ing you're going to be doing, you should carry ‘spares’ 
and be sure both pairs are absolutely comfortable. Why 
not stop in before you go? If we don’t see you be- 
fore then, we hope you'll ‘have a wonderful time.’ ” 

In your promotions for Father’s Day, omit the bar- 
gain atmosphere, and give it a sentimental build-up. 

[TURN TO PAGE 40, PLEASE] 





Highlights for Summer mr 
From Midseason OPENINGS 


Paris Couturieres Show flaring Skirts and Wide 
Range of Colors, Including “Bright Black”, for Fall. 
Summer Season is Light and Bright, with Biues Ex- 

















tremely Important. 


by ALICE MAXWELL APPO 


FOLLOWING a season of swirling day 
dresses and crinolined evening frocks, 
the coats now take a turn at record- 
breaking hem widths. New Fall coats 
shown in Paris midseason collections 
copy day dresses in the matter of flaring 
hems, abbreviated skirts and squeezed- 
in waistlines. 

All skirts flare. Coat skirts flare one 
way or another, through circular cut, 
shirrings from hip, or pleats set in 
front or back. Suit skirts of heavy 
woolens flare stiffly, without a ripple. 
Circular cut skirts of silk frocks ripple 
at every turn. With all this hem accent 
and skirt movement, legs, feet and foot- 
wear draw a large share of attention. 
The short skirts, lengths unchanged. 
have much to do with it. 

The collections were more than 50 
per cent Summer, but the quota of Fall 
indications was none the less significant. 
Among Fall colors, “Bright Black” is a 
new one, and an optimistic note start- 
ing off the season. It is a step-up from 
other seasons when just black was all 
Parisians needed in the way of costume 
color to keep them happy through a 
grey Fall and a bleak Winter. 

The idea is Mainbocher’s, and the 
brightness consists in gold embroideries. 
Gold paillette buttons appear on black 
wool coats. Black crépe afternoon 
dresses are highlighted with gold band- 
ings, dinner frocks with gold belts. 

Important looking Fall colors include 
purples. Alix features the deep petunia 
shade in fur-trimmed day coats and in 
evening dresses. The brighter bishop 
shade of purple is noted in wool frocks 


Paris Editor 





and coats. The parma shade of violet 
is seen in tweeds and other stuffs. 

Among the reds, wine shades carry 
on with old-time strength and vigor. A 
deep Burgundy or old port, rich and 
brownish, appears very important, and 
is a shade seen in new shoe leather sam- 
ples for Fall. Among lighter reds are 
light wine and berry hues. 

The long-out yellowish reds are com- 
ing back. Maggy Rouff’s “Rouge Laque™ 
or lacquer red is on this order. She 
features a Fall coat in this brilliant 
shade, and Paquin goes in for some- 
thing similar in a poppy red. 

In the greens, the dark bluish shades 
are indicated for street wear. Somewhat 
lighter greens, leaf and grass tones, ap- 
pear in certain collections also. The 
vivid parrot or perroquet green, shows 
signs of carrying over to Fall in bril- 
liant style. It is seen toned down with 
deep purple or black, and further muted 
with black short furs. 


THE most prosperous looking brown 
for Fall is a shade approximating 
Bruyére’s “Terreau.” This is a rich- 
earth brown, very dark and definitely 
reddish. Wools in this shade are being 
used in coats and dresses of rather form- 
al style. 

Other browns, for the time, appear to 
be relegated to sports clothes, and often 
to mixtures with white or beige, in 
checks, stripes or other fantasies not 
forgetting plaids. There is a dead-leaf 
shade among the lighter browns, and 
many spice tones. 

[TURN TO PAGE 32, PLEASE | 




















“SITUATION 
Under 


Control. 


SALESMEN often see simple situations turned into 
awkward ones by inexperienced salesmen, Saturday 
extras, and occasionally by themselves. 

“What should I have done, sir?” lament the learners. 

“You should have known,” reproach some salesmen. 

“You should have called the manager, otherwise,” 
say the others. 

But often conditions are such that the beginner or 
extra has had insufficient time or advice for acquiring 
such knowledge. Then, too, inexperienced men do not 
always realize fully the importance of “calling the 
manager.” 

Experienced salesmen, on the other hand, are prone 
to error and can only reproach themselves for them. 

For the benefit of all these, we offer three situations 
one of which must eventually be encountered by them. 
With each of the situations we present, we offer a 


solution: 


How to Handle ‘Wrong Change’ Situations 

The customer says: “You have given me the wrong 
change.” 

You say: “I’m sure, sir, that I have given you the 
correct change.” 

“But I gave you an extra dollar with the other singles 
I handed you.” 

You state frankly that you are willing to rectify 
any error you have made, but since both of you are 
sure you are correct, you can leave the decision only to 
the manager. 

The manager is called and the manager shows will- 
ingness to remedy an error, too. But he can do nothing 
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Sir’’ 


tili the day’s receipts are totalled. If there is any dis- 
crepancy, the customer will be reimbursed. 

The customer is a little angry, but he has faith in the 
store; and he sees that no attempt is being made to 
cheat him. He leaves his name and address. 

If receipts are excessive, the store sends the money 
end a letter of apology to the customer. 

If records do not show an excess of receipts, the 
store sends a letter stating that it “deeply regrets” to 
say it has not found an error and that it hopes it can 
serve the customer in the future. It points out, in a 
confidential tone, some bargains or new items that will 
be on hand soon. 

This last statement makes the customer feel that he 
is still very welcome at the store, changes the subject. 
and appeals to his desire for gain. 


How to Satisfy With a Correct Fit 


A customer is conscious of having been badly fitted. 
He tells you he would like to buy a pair of shoes that 
would fit. 

You go one step further and show him how to fit 
himself. 

You are then placing him in the position of buying a 

[TURN TO PAGE 32, PLEASE] 


Suggestions to Aid the Salesman in Handling 


Difficult and Sometimes Embarrassing 


Situations That Arise from Day 


to Day in 


the Normal Course of Selling Shoes at Retail 


by STANLEY MAKS 
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"“B ‘ , - 

est line in years” say merchants 
who have seen it. Sports, semi-sports or 
dress shoes with a new style standard 
but the same time-tested quality that has 
won friends for Uptowns year after year. 
Before you buy be sure to see Uptowns... 
they're clicking with smart merchandisers 

coast to coast. 


DON’T MISS THE UPTOWN MULTIPLE SALES PLAN l lL, a un 
FOR ADVERTISING AND MERCHANDISING HELP | 


SHOES 


Me Bo 8 es 
Colorful direct mail with a sales ee 


~, ail 
Monthly displays designed to sell shoes! 


ia aa 


“extra” pair! 


| ROBERTS. JOHNSON & RAND 


Branch of Internationa! Shoe Co. 


ST. LOUIS. MO. 
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© @NCET” upon a time there were four kings. Their 
kingdoms were in the realm of style. They were kings 
not “to the raiment born.” Each in his way had come 
a long distance. Nobody called them kings but many 
acknowledged their power. All four used the fitting 
stool in their youth. It only became a throne when 
they were powerful in the realms of retailing and could 
order other men to sit upon the fitting stools to serve. 
Many others have sat upon the fitting stools but never 
reached the point where big men in the country come 
to them with perfumed words and money concealed 
in mysterious manner. Cupidity and Stupidity were the 
invisible jesters in this Court of Fashion. 

Let us sit in the sanctum of the king of style and 
listen to an audience. Enters the supplicant saying: 

“Oh, magnificent Sir. What can I do to make my 
goods acceptable to the people of thy realm?” 

The king, after a deep silence spent in the contempla- 
tion of the article, pronounces these magic words: “It 
can be done WITH . . . ” (Note: Messieurs and Mes- 
dames—Kings of old were supposed to be able to heal 
by a@ touch of the royal hand. The term used was “The 
King’s Evil”’—the cure—mystically immediate.) 

The supplicant eagerly asks: “What do I do?” 

The royal command: “Go to my advertising man. 
Have him create a magic promotion. He will then tell 
you what it costs to proclaim your wares over my 
store name. The bills will be sent to you.” 

“But, all I came here was for your sage advice.” 

“That I give you freely . . . after you have walked 
down the path of my royal thinking.” 

“But how am I to know that this will make my goods 
famous in the land?” 

“Fear not, moneyed one. I am infallible. What I say 
becomes the law of style throughout the land.” 

(thus endeth the audience) 

With a radiant face the supplicant returns to tell one 
and all: “Watch the papers! Read the proclamations! 
Note particularly my subtleness! A great man and a 
great store will acclaim my wares as suitable for the 





OUTLOOM 


The Style Kings Have a Touch 
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ladies of the court of high fashion. They will flock to 
the store to buy our goods and prosperity will come 
unto us many-fold.” 

“But,” says the young errand boy, “thy name is no- 
where to be found. Why so?” 

“Oh, that’s only a small detail. My gold and silver 
has sweetened the style itself. That’s enough—for every 
shopkeeper far and wide, im this and many cities, will 
flock to my door saying: ‘Give me the same style. Give 
me the same style’.” 

Six long months have passed. The money spent, the 
promotion perished and the melody of money has 
dwindled to a sigh. 

The supplicant soliloquizes: “The king can do no 
wrong. The errors were my very own. . My salesmen 
lack eloquence. The dumb vassals in the country have 
no brains, no follow through. My goods were not prop- 
erly fabricated. The weather was wrong. Colors won't 
fit. Woe is me. But . . . the king can do no wrong. HE 
NEVER HAS. The lamentations are upon my own 
acts. I'll go to him again and again.” 

This, then, is the story of the kings and their won- 
drous ways of making fashions so that the multitude 
may follow. For the king’s touch must be on the mer- 
chandise to make it move. No kings in ancient times 
had such power of life and death—over style. Long 
live the King. Style lives by royal command alone. 

But, out of the legends of the people comes the saying 
of Lo, the Indian in the far west: “Fool me once, shame 
on you. Fool me twice, shame on me.” 

The words are being carried from mouth to ear 
through the shoe stores of the land: “Fool me once. 
shame on you. Fool me twice, shame on me.” 

Voices rise in their strength. The shout will soon be 
heard everywhere: “Fool me once, shame on you. Fool 
me twice, shame on me.” 
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A STRAIGHT LINE TO YOUR SUCCESS 


PRESENTING... 


two outstanding 


“COUNTRY SHOES” 


As the modern tractor and truck have re- 
placed the horse and wagon, so will these 
two Health Spot “country” shoes replace 
the ill-fitting shoes that have always been 
identified with the outdoor worker. 

Country people have foot trouble and need 
a corrective shoe that is designed for com- 
fort—a shoe that will withstand the abuse 
and hard wear of the country. Here is an 
opportunity for the small town dealer to 


draw on the farm population and increase Black Kip Upper, full lined No. 1 Orthopedic Last 
his sales volume. Heavy Single Sole, Rubber Heel. AA-E, 6-12 


These shoes are the answer to the foot 
No. S183 and shoe problems of rural folks. The 
treated soles are acid-resisting and re- 
pel moisture. The exclusive patented 
Health Spot features are foot comfort 
insurance. Uppers are flexible, giving 
added comfort. Health Spot “country” 
shoes are ideal for country work, from 


Brown Elk Wing Tip Stitch No. 1 Last, the standpoint of comfort. service and 


10/8 Rubber Heel, AA-D, 34-9 price. 


There is a splendid opportunity in small towns for the dealer who wants to 
start building a profitable Health Spot Shoe business at small expense. Write 
today for complete details and demonstration dates. 


yy, , 
Wee 4 fompany 


THE MOST COMPLETE LINE OF CORRECTIVE SHOES IN AMERICA FOR MER, WOMEN AND GHILOREN 
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IMPROVED 





Of the 


WI NWILLING to accept the truism that shoes made 
of good materials are necessarily good shoes, officers 
and directors of E. T. Wright & Co., Inc., Rockland, 
Mass., recently turned their attention to improving con- 
ditions in their plant in such a way as to take the full- 
est possible advantage of the skill of their employees in 
assembling this material. How you put a shoe together 
and under what conditions, they felt, are equally as 
important as what goes into it. 

The net result achieved by following plans worked 
out by A. F. Donovan, vice-president of the company 
and son of the president, Alfred W. Donovan, is a 
factory so lighted that there is throughout the plant not 
a single shadow. Exacting operations are spotlighted 
by small adjustable lights installed on all machines 
and every machine is driven by its own motor. 

Abeve the machines is a series of oblong boxes with 
a pane of frosted glass through which filters the blue 
of daylight, so well diffused that one is not conscious 
of its presence, merely of its effect. This same I'g iting 
system is used above the bench on which leather uppers 
are cut and where, in consequence, even the slightest 
defect or color variation is so easily visible that no time 
is wasted in spotting the patterns for vamp, quarter, 
foxing, tip, ete. 
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FACTORY GIVES GLIMPSE 


A. F. DONOVAN 


Trend of Tomorrow 





A. F. Donovan, Vice-President of E. T. Wright 
& Co., Inc., Devises, Among Other Improve- 
ments, a Unique Method of Controlled Ilumi- 
nation and Power Transmission, Making Same 
Electric Circuit Serve for Both—New Innersole 
Conforming Machine Improves Tread Base of 
Finished Shoes, and Other Clever Wrinkles 
Add Quality Touches to Modern Shoemaking 


It is in the distribution of power throughout the 
plant, however, that notable improvements and econ- 
omies have been effected—improvements which make it 
possible to speed up and to improve workmanship— 
economies which make it possible to utilize one or a 
score of machines and use only as much power as is 
necessary to run those which are in operation. Not 
only that, but the wiring, as arranged by this younger 
generation Donovan, makes it possible to get heat. 
power and light from the same circuit. This achieve- 
ment cut down the cost of installation tremendously. 

Not to be too technical about it, four wires, one of 
[TURN TO PAGE 73, PLEASE] 
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The “CONWAY”* 
C. A. Grosvenor Co. 
70 Central St., Worcester, Mass. 


Used by all leading slipper 
manufacturers in Men's, 
Boy’s, Ladies’ and Misses’ 
slippers and Children’s 
bootees. For Hard and 
Soft sole slippers. 


“HI-LAND QUEEN ’* 
Little Falls Feit Shoe Co. 
Little Falls, N. Y. 


Look For This Label 


Blum Shoe Mfg. Co 


Presenting Moneriite”W. 3 


maAc-PLAI 


In Felters Certified Felt 


COLORS AVAILABLE 
Golden Brown. Red, Blue. 
Wine. Brown and White 


on Oxford. 


“SLIX”* 
Winston Slipper Co. 
New York City, N. Y. 


“BONNIE-LASSIL” * 
S. Goldberg Co 
MANUFACTURED BY Hackensack, N. J 


THE FELTERS COMPANY. INC. 
210 SOUTH STREET, Dept. KL, BOSTON, MASSACHUSETTS 


OFFICES: New York, Philadelphia, Chicago, Detroit, St. Louis, Dallas, Los Angeles 
MILLS: Johnson City, N. Y.. Jackson, Mich., Millbury, Mas. 


* These are only a few of the many MAC-PLAID Styles available from these and other slipper manufacturers. 
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Highlights for Summer and Fall 


[CONTINUED FROM PAGE 25] 


More beige is being used than for 
several seasons past. Mainbocher shows 
a beige wool coat rather elaborately 
trimmed with beaver. Bruyére features 
“Beige Greuze,” a light, soft shade, ap- 
pearing in silks and wools in her col- 
lection, and for day and evening. 

Greys are remarkably strong in wool 
mixtures, with emphasis on the darker 
shades in the Fall line-up. Paris likes 
blue for Fall, though America may not, 
and promises a fair showing of mid- 
night and slate shades. 

As for combinations and accessory 
colors, browns and greens are seen to- 
gether, wine and navy, poppy and 
black, green and purple. Accessories 
in the deep Burgundy shade are fea- 
tured by Schiaparelli with afternoon 
prints. Paquin shows deep reddish 
brown accessories with turquoise green. 
Patou with white. 

Summer suits in white and yellow 
linens have black accessories chez Ba- 
lenciaga. Chanel shows a white tail- 
leur with blouse, hat and sandals all 
white, pale mustard yellow is often 
accented with royal or electric blue. 

The outstanding Summer colors in 
these collections will set the pace at 
chic resorts, Channel and the Riviera, 
at the Lido, and later at Biarritz. The 
swing carries on naturally to Palm 
Beach. 

Much Summer white is shown, in 
suits, top coats and separate jackets, 
and in all kinds of frocks. A striking 
amount of linen, shantung and tussor 
in the natural shade is seen. Greens 
are pronounced, stressing the vivid par- 


rot or perroquet, the light lime and 
almond. 

Hard pinks are leaders, peony and 
blotting-paper shades, the “birthday” 
pinks, with softer pinks following, the 
latter mostly mauvish, occasionally yel- 
lowish and pale. Pinks go with light 
blue, royal or navy, also with violets, 
purples and black. 

Yellow is outstanding, especially for 
sports, warm yellows. There is some 
pumpkin yellow to be seen around, and 
orange in blouses. The Tanagra or 
terracotta shade, along with rusts, gets 
into beach and some other wear, but 
this is a light, bright season where it 
does not fit in very well. 

Blues are enormously important. 
Schiaparelli shows a new light, bright 
shade, unnamed, about the value of 
Della Robbia blue but intense. Hard 
blotting-paper blues are in, and vivid 
purple-royal like Molyneux’s “Sévres.” 
Among lighter blue are hydrangea, pale 
powder, sky and turquoise shades. 
Navy, light and dark, is thoroughly 
established. 

There is a distinct trend toward 
bluish “violines” as against pinkish 
ones, as for instance, blue lilac rather 
than pink lilac, soft “dead” lavender 
rather than orchid. This may spell de- 
mise to cyclamen but there is still 
much of it to be seen, especially in 
“bits” such as girdles, print motifs and 
trimmings generally. Schiaparelli com- 
bines it with yellow. Fuchsia, after a 
tremendous run, shows signs, like cycla- 
men, of weakening. 





What Will Your Customer Think? 


[CONTINUED FROM PAGE 19] 


season and very flattering to the foot. 
They may also be opened up at the base 
of the lace stay or with cut-outs at the 
top of the quarter. 

Grosgrain ribbon is often used to re- 
lieve the plain surface of the all-over 
suede shoe. Patent leather is another 
kind of trimming for such a shoe. It 
may be found in small strippings or in 
large areas, the entire quarter as well 
as the heel, for instance. In every 
instance, however, the treatment is very 
skilful and very restrained. The com- 
binings of leathers is of two sorts, in 
very small doses or in about a fifty- 
fifty proportion. Kidskin (or very fine 
calf) with suede for dressy types and 
calf or alligator with reverse leathers 
in the more tailored are the general 
rule. Some fabric is being used, espe- 
cially in the spat patterns. 

We show here two strap patterns. 
One is in draped kidskin with open toe 
and will be popular with many women 
on varying heel heights for a first 


dressy Fall shoe for the street and for 
more formal wear later in the season. 
The “little girl” pump—which is in a 
majority of the style lines—we have 
shown with an ankle strap because we 
believe that this kind of strap pump 
may have increasing acceptance. This 
shoe in patent should be a good early 
seller. 

As to colors, although your customer 
has become used to more color in her 
shoes, the general opinion, at the pres- 
ent time, is that black will account for 
sixty-five per cent of the early selling. 
After black, there is more interest in 
brown for dressy and semi-tailored 
shoes than in many years. It is con- 
sidered so important that several 
browns are on the market. The beauti- 
ful mahogany brown, which has been 
the season’s earliest choice and which 
was strongly endorsed by the Textile 
Color Card Association, is being featured 
in the Paris midseason openings in 
both fabrics and leathers. (See article 


in this issue.) A number of American 
tanners have brought out beautiful 
versions of this shade. Others are 
recommending a much darker, more 
neutral brown. We think there is a 
very definite place for brown in the 
Fall shoe picture but, like the shoe 
manufacturers themselves, we think the 
way it is used depends largely on the 
results of the opening of the ready-to- 
wear market in July. 

Other colors are, of course, also being 
used in very limited quantities. Blue, 
wine, of course, and a very little green. 

For their good taste, their new ideas 
and their flattering lines and detailing, 
we think your customer wiil be a hun- 
dred per cent enthusiastic. And we 
predict a very good season ahead for 
you. 


Situation Under Control, Sir 


[CONTINUED FROM PAGE 26] 


pair of shoes instead of being “sold” a 
pair of shoes. He realizes, then, that 
an incorrect fit will be his own fault. 

Proceed to show him why his old pair 


. didn’t fit and why the shoes you are 


showing him are a correct fit. He feels 
you are working in the open and not 
trying to hide anything from him. 

You tell him that you think the fit is 
good and ask him if he doesn’t think 
that the fit conforms to length, width, 
and arch, as you do. 

If he fluctuates between a good fit 
and style, then you become positive in 
order to swing him to what you think 
is best for him. 


How to Try to Give Correct Fit 


Some customers insist upon a certain 
size of shoe partly because of vanity, 
partly because of perverseness, and 
partly because of lack of faith in any- 
one who sells anything. . 

You decide there are four steps in 
trying to sell the correct fitting shoe: 

1. You try the size demanded upon 
the customer’s foot. 

2. You suggest the customer try how 
comfortable the correct size will feel. 

3. If the customer is still uncon- 
vinced, you manage to slip on a size 
between the correct and demanded size. 

4. If this fails, you signal the person 
in charge who will aid you in impress- 
ing on the customer the necessity of 
good fit. This is done when you enumer- 
ate the reasons why you think it is a 
bad fit. If the person in charge agrees 
and the customer persists, the sale is 
usually completed with a phrase simi- 
lar to this: “Of course, sir, if you think 
this is the correct size for your foot, 
we can do little else than to satisfy 
you.” 

This procedure must be adapted to 
the different personalities of the cus- 
tomers. Some of the steps may be 
omitted under varying conditions. Many 
stores make it a practice to mark shoes 
sold on customer’s insistence and 
against the salesman’s advice as to size. 
in case of future complaints. 








25 
A 


Gene 








YES SIR 
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2 Smart Styles for Fall 
Made of Gambola 


General Shoe Corporation 


Nashville, Tennessee 


WRITE FOR SWATCHES 


GUTMANN & COMPANY 


* TANNERS 


CHICAGO 
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THREE ENTRIES for the 
PROFIT SIDE of YOUR LEDGE 


High Styled Genuine Welt Shoes * New 
Dutch Type and Plateau Lasts with Lofts of 
Toe Spring * Made Over New Scientific, 
Good Fitting Lasts and Pre-broken in the 
Making to Assure Comfort + All the New 
Leathers, including Bootmaker Antique 
Finish on Uppers * Heavy, Double Soles * 
Crepe Rubber Too * Special Inducemenits 
for Volume Orders * An enthusiastic Corps 
of Specialty Salesmen Now On the Road 
and Ready to Serve You * Write for Fran- 
chise for Your Town. 
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A Boot and Shoe Recorder Department 





Headline Shoes 


Cashing in on events that get wide 
publicity in the editorial sections of 
the daily newspapers has proven to 
be smart merchandising on the part 
of the shoe department of Kline’s, St. 
Louis. When nine girls were se- 
lected for a school wide poll of who 
could be titled as the “Best Dressed 
Girl,” the shoe department got into 
action and brought the nine girls 
down to the store and took their pic- 
tures in a group with their shoes 
showing up quite prominently. 

Following this the photograph of 
the girls was reproduced in the store’s 
advertising with the commanding 
statement: “Five Out of Nine Candi- 
dates for Washington University’s 
Best Dressed Girl Are Wearing 
Kline’s Spectators!” 

The advertisement had an im- 
mediate punch becaause the univer- 
sity represents a wide buying group 
for shoes among young women, plus 
the fact that the candidates for the 
“best dressed” title had already be- 
come acquainted to St. Louis’ news- 
* paper readers by way of pictures and 
editorial writeups about them. 


—O.P.1— 


Special Offering 


Last Fall the Smith-Robinson shoe 
store, Santa Monica, California, of- 
fered to make special pairs of shoes 
for their customers at no extra cost. 
The unusual offer brought in many 
old and new customers who wanted 
something different—in model, leath- 
er, or color. 

The real action, however, has come 
this Spring, for when many of these 
satisfied customers returned for new 
shoes, their thoughts were on several 
pairs rather than on the customary 
one. Also, many a customer who 


by JOHN F. W. ANDERSON 


bought a standard modei dress shoe 
but now welcomes the opportunity to 
experiment in personal whims in re- 
gard to sport shoes. 





Open toes 


= 
turn to 


TW se 


the "Shoe of Tomorrow” 


Stubby little shoes perfect with the new 
lietle girl fashions. “Tip-Toes” protects 
your toes... yet gives « new freedom. 
Its the style of tomorrow that well 
dressed women demand todey! White 
linen with blue calf; beige linen with 
fresh ea-th; white with white leather... 
exclusive in Dallas with Volk, 


13.75 


SECOND FLOOR 











Compromise! Volk’s of Dallas, 

Texas, show in this ad how to be 

smart, yet maintain the freedom of 
the open-toe shoe. 


Genuine Buckskin 
The Hahn Shoe Store, G and 14th 


Streets, Washington, stresses that 
there is no substitute for quality 
buckskin. 

1. Cooler . . . Quality Buck is more 
porous ... you can actually breathe 
through it. 

2. Easier to clean. Looks new 
longer. The nap is even and firm.. . 
cleans easily . . . stays white. 

3. Holds shape. Stays soft and 
pliable. Soft . . . plump even tex- 
ture ... no thin or flat nap spots. 


- * * 


“Cool mesh . . . like a breeze on 
your feet. So light you scarcely know 
you have them on. So strong they 
will hold their shape like a close 
woven fabric. So fashion-wise . . . yet 
unexpectedly feminine with your 
sheer stockings shining through.” 

(C. A. Verner Co., Pittsburgh) 


* * . 

Stepping Up Traffic 50% 

A row of sixteen beautiful glass 
showcases, forming a “fence” down the 
300 foot length of the women’s shoe 
department of the Stix-Baer-Fuller de- 
partment store in St. Louis is credited 
with stepping up floor traffic almost 
50 per cent. Already one of the largest 
shoe centers in the midwest from the 
standpoint of seating capacity and 
space, the addition of these showcases 
has had a surprising effect in brighten- 
ing up the approach to the second 
floor department. 

Each of the cases is 4 x 5 feet, with 
a 3-foot depth, and is built of postless 
plate glass on a walnut lowboy base. 
They are spaced nine feet apart from 
the center of the second floor to the 
end wall. The floor of each is tilted 
at a 40-degree angle making the con- 
tents easily visible from any point on 
the floor. It was found that such an 
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BEST IDEA OF THE WEEK 


Two Pairs to Each Customer 


Fiacc Bros., 


O. P. Ideator—“I just dropped in to investigate the 
unusual success your store has had in selling sports 
shoes over the past few years.” 


Manager Joe Veach—“Our success has been due to 
using effective selling psychology to break down the 
average customer's reluctance to wear colorful foot- 
wear. We believe that every man who buys a white 
shoe or combination for business is a potential pros- 
pect for a second sale in the field of strictly sports 
models—woven, sandals, square toes, etc.” 


O. P. Ideator—“Then you are making a sharp dis- 
tinction between the white shoe for business and the 
white for sports?” 

Mr. Veach—“Yes, for the white shoe for business 
is now fully accepted by the average man.” 


O. P. Ideator—“How do you promote these extra 
sales from the reluctant male?” 


Mr. Veach—*“Largely by eye appeal. Although we 
do a large year round business in staple models, from 
May 15 to late August our windows are trimmed 90 
per cent in sports models. Plenty of color, laid out 
for contrast and novelty appeal, always keeps our 
windows crowded with onlookers, and serve to re- 
mind men and boys that the store is a leader in_style 
footwear—important for other seasons also.” 


O. P. Ideator—*“Do you back this up with interior 
displays?” 

Mr. Veach—“Yes, those two shelves down the cen- 
ter of the store are kept completely stocked with the 


Suoe Dept., St. Louis 


newest. models in stock—everything from clog sandals, 
woven hurachas and linen sandals to toeless oxfords 
all in the brightest colors available. Even though he 
wants a plain shoe, any customer entering the store 
can’t help seeing this magnificent display before him. 

“After showing and selling the original requested 
model, the clerk begins follow up suggestions 
trees, hose, etc. The most important step, however, is 
to keep an eye on the customer and see which model 
on the display is attracting his attention, then to pick 
up that model from the shelf and hand it to the 
customer. The clerk points out that every man needs 
a sports shoe for comfort insurance, for unusual ac- 
tivities, and to ‘snap up’ his appearance in outdoor 
wear.” 


O. P. Ideator—*I can see 
should pay dividends.” 


Mr. Veach—“Yes, 300 customers per month 
go unobtrusively through this process. And, although 
they may not buy at once, we have discovered that 
half of these men thus approached are back within 
a month’s time to buy the same shoe shown them.” 


shoe 


where this promotion 


some 


O. P. Ideator—*Don’t these extra sales cut into your 
future business?” 


Mr. Veach—*“No, they don’t conflict with the pos- 
sibility of more dress shoe sales, and secondly, they 
educate the average man to the comfort-angle in sum- 
mer footwear. We get a twin volume in dress and 
sports models.” 











arrangement provided the most im- 
posing effect and attracted the maxi- 
mum attention. Fourteen cases are 
used for popular lines of the season, 


out-of-towners to come to Gaffney to 
do their shopping. 

Now, as soon as a policeman sights 
a strange car, he ties a tag on the 


door exempting the owner from the 
usual one hour parking rules and ex- 
tends the hospitality of the town to 
ihe visitor. 


from sandals to formal evening styles, 
and the remaining two for Girl Scout 
shoes and health models. 

Best lighting was obtained by using 
3%-foot indirect lighting fixtures fin- 
ished in walnut, which can be removed 
at will. These are set on the glass top 
of the case, reflecting light from four 
bulbs into the display with little or no 
waste light on the exterior. No props 
or draperies are used in the belief that 
they would only detract from the 
beauty of the merchandise. Individual 
wiring for each case is built into a row 
of supporting pillars at the same posi- 
tions down the floor. 

Because of the wide variety of mer- 
chandise on display, the shoe depart- 
ment is now pulling traffic from cus- 
tomers entering any other section of 
the floor. 





FREE SHINE 





It is our pleasure to extend you the courteous service 
of our Shoe Cleaning Department. 


Proper Care of Shoes is Important. 


In cleaning and dressing shoes we use imported, 
saddle soap and other proven, leather ‘‘foods’’. 


Please Keep and Use This Card. 


BOSTONIAN SHOE STORE 
20 West Monroe Street 
Chicago 


(A small charge for white shoes). (over) 


Pat Kay 











* + 


Pat Kay of the Bostonian Shoe Store, Chicago, believes in keeping those 
customers coming back for more and more. 

After each sale, the clerk slips this card into the k ng the 
eustemer to free chines on the new pair of shoes as long as they last. 
Mr. Kay has found that the idea more than pays for itself in good will and 
future shoe sales. 


Out-of-Town Customers 


The merchants of Gaffney, North 
Carolina, recently got together to pro- 
mote ways and means to encourage 


sishli 














HE Hygienized Process—the new per- 

fected scientific discovery—has now been 
accepted as the standard by the foremost tan- 
ners of the industry who have put their seal 
of approval on it! 


Now a new and one of the most powerful 
tested sales appeals is open to manufacturers 
and retailers. 


The appeal to feminine daintiness. 


Feminine charm and personal daintiness 
constitute a sales appeal that has swelled the 
sales volume of Cosmetic, Soap and Perfume 
manufacturers by hundreds of millions of 
dollars annually. 


Hygienized Linings... The Latest 
Contribution To Feminine Daintiness 
Has Now Been Adopted By Leading 
Tanners, Manufacturers and Retailers 


The first to introduce Hygienized Linings 
will be first to enjoy the initial sales appeal! 

Under our license leading tanners now 
bring you 


* * * 


HYGIENIZED LININGS 
The “Hygienized” Process is a new scientific 
method of treating shoe lining leather which 
acts to prevent the growth of bacteria and 
mold —the causes of offensive odors. 

After four and a half years of research, the 
Hygea Reseatch Corp. now brings the prac- 
tical application of this important discovery 
to the shoe industry. 


For Kid Linings 
Allied Kid Company 
Remihanmantiih Lasthad Cundantes, tee 
L. H. Hamel Leather Company ; 


For Sheepskin Linings 
L. H. Hamel Leather Company 





Pacific Mills, Manufacturers and Finishers of Shoe Linings 
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SPECIFY HYGIENIZED LININGS IN 
YOUR NEXT ORDER OF SHOES 


HYGEA RESEARCH CORPORATION 


305 East 46th Street, New York 





For samples and 
progre. 


RING & SEARLE, Inc. 
21 Wingate St., Haverhili, Mass. 


H. S. BARNET 
100 Gold St., New York, N. Y. 


GARDNER-DIMOND CORP. 
1932 Delmar Bivd., St. Louis, Mo. 


ve distributors 


BROCKTON SHOE TRIMMING CO. 


37-39 E. Court St., Cincinnati, Ohio 
WILLIAM J. STEWART 


309 W. Jackson Blvd., Chicago, Il. 


ices, see any of these 
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YOU CAN EXPECT MORE 
AND GET MORE from... 


RIUEX EGO IRIE 


Standard Sueded 


. U.S. Pat. Of. 


Covered and Textured 


on US CMIOIE 


The Newest Elastic Shoe Cloth 


FLEX-GORE AND FLEX-MOR have won the continued con- 
fidence of shoe manufacturers, stylists, and buyers through 


shoe goring. 


three generations of pioneering in the weaving of quality 


The exclusive use of FULFLEX. The Elastic Thread with the Extra 
Service Life, indicates our alertness to modern shoe require- 
ments and our determination to assure customer satisfaction. 


Wi O ORs FABRIC COMPANY 


PAWTUCKET. RHODE ISLAND, U.S. A. 
Weavers of Quality Gore and Elastic Cloth for Every Footwear Use 











Now It’s Father’s Turn 


[CONTINUED FROM PAGE 24] 


A boy or girl is very proud to be able 
to buy a gift for Father out of his or 
her own allowance, or at least without 
going shares with someone else, and 
slippers or hose are right in that class. 

Down in Fort Smith, merchants con- 
tributed various gifts to the Father of 
the first baby born on Father’s Day. 
Other stores have worked out a Sox 
Club which provides a box of sox to 
be delivered on Father’s Day, with a 
card enclosed telling him he will re- 
ceive another box every three months 
throughout the year. 

Be sure to gift-wrap the articles dis- 
played for Father’s Day gifting. 

Though you may not have the variety 
of gifts to feature that some other 
stores offer, the gifts you do have are 
those that have proven among the most 
popular for men. But you must play 
them up—feature them in a way that 
will strongly appeal to those seeking 
gifts most likely to please Dad. 

Back up your newspaper ads with 
attractive window displays. Give par- 
ticular attention to IN-STORE DIS- 
PLAYS placed to command the atten- 
tion of both women and children, and 
install them TWO weeks before 
Father’s Day, so that many customers 
will see them, and know that you have 
such desirable gifts. 

If space permits, a booth, incorpor- 


ating a sign “Gifts for Father’s Day” 
will permit grouping various sugges- 
tions in an attractive and colorful set- 
ting. The red rose which is the flower 
for Father’s Day will make a nice gift 
for those who make their purchases on 
Saturday preceding Father’s Day, or 
you could provide a coupon entitling 
earlier customers to a rose of they call 
for it on that day. 


Father's Day Gifts 


Gifts that meet both your “what to 
give” and “what to pay” problems. 
And remember that there’s added satis- 
faction in a gift that comes from Store 
Name; Dad will know it’s good. 


Wonderful Gifts for Wonderful Fathers 
A swell Dad deserves a swell gift— 
not necessarily an expensive one, but 
one that he can use and enjoy, and 
bears a name that proves its goodness. 
There’s a subtle compliment to his good 
taste in the gift you choose here. 


Now It’s Dad’s Turn! 

Three hundred and sixty-four days 
a year he’s on the contributing end. 
Sunday is the one day in the year 
when he should receive—bountifully. 
Make yours a gift from Store Name, 
and he’ll be doubly pleased. 


“Just What I Wanted!” 


You'll know if your present hits the 
spot with Dad. Just watch him beam 
when he sees it. Of course, you can 


be sure yours is such a gift by choosing 
it here. 


Why Not Admit That The Old Man 
Is A Good Guy? 
Take him out to dinner and buy him 
a nice USABLE gift—you'll get a 
thrill out of his appreciation, and he'll 
know he’s NOT a forgotten man. 


Retiring Melville Official 
Honored at Dinner 


WORCESTER, Mass.—Office employees 
of the Melville Shoe Corp. gave a tes- 
timonial dinner at Putnam & Thurs- 
ton’s, May 17, for Cyril J. Richards, 
assistant treasurer of the company, 
who is retiring. E. R. Allen, treasurer 
of the company, gave Mr. Richards a 
silver carafe and tray, a gift of the 
employees who have worked with him. 

Norbert Benoit was toastmaster at 
the dinner, attended by 175. The com- 
mittee was Albert Brodin, Margaret 
Melican, Channing Briggs, Catherine 
McCabe, John Corrigan and Mary T. 
Shea. 


New Shoe Firm Equips Plant 


WorRcESTER, Mass.— The newly-or- 
ganized John Foote Shoe Co. is equip- 
ping its new plant at 11S Summer 
Street, Worcester, formerly occupied 
by the J. Nelson Manning Shoe Mfg. 
Co., Inc. 
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Do you realize how far some shoe bottoms may 
go in creating conditions we dramatize above? 
Just look into it. Dealers who have noted causes 
and their effect on sales, take precaution to 
protect customers and themselves in every pos- 
sible way. Put good fitting shoes, bottomed with 
BENCH BRAND Sole Leather, on men’s feet and 
you'll do much to win their gratitude and hold 
their respect for your service. — shoes with 


BENCH BRAND Sole Leather you ask? Because, 
our old-time-lay-away-vat tanning method makes 
sole leather that’s a servant to the feet. Helps them 
in many ways. Tempers heat and cold. Bends 
easily so foot bones and muscles are not strained. 
Damp days won’t work havoc with its protec- 
tion and wear. All mean comfort. Now, we ask 
you, can’t you see money in selling shoes with 
BENCH BRAND Sole Leather? 


. « It's an advantage in buying to have the names of 
, manufactur rers making shoes that carry KISTLER 
“BENCH BRAND” LEATHER SOLES. Write us for them 


cl 
is ISFLE E i my Ch ass 


FOUNDED - 1640 


all ell 


— WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN, 1012 NORTH THIRD STREET, == WISCONSIN 
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Philadelphia Sets July 3 for Clearances 





Chestnut Street Group Concedes Members May Make Special 
Offerings, Without Featuring Comparative Prices 
Before That Date 


PHILADELPHIA — The Philadelphia 
Shoe Merchants Guild, an organization 
of Chestnut Street retail shoe merchants 
and managers of shoe departments in 
specialty stores, held a meeting May 23 
at the Hotel Adelphia at which T. Dun 
Belfield, of Steigerwalt’s, presided. The 
meeting was followed by a luncheon. 

The principal subjects upon which 
action was taken was the consideration 
of including in the membership three 
additional houses and committees were 
appointed to report on these at the next 
meeting. 

It was agreed in the matter of Sum- 
mer clearances that no general an- 
nouncements of clearance sales would 
be made before July 3. Following the 
usual custom of the guild, members 
may privately advise their own custom- 
ers of special offerings, or make them 
provided there is no reference to com- 
parative prices prior to that date. This 
procedure in previous seasons has 
proven satisfactory and has extended 
the selling period at regular prices to a 
reasonable point, to the undoubted ad- 
vantage of the membership and to the 
satisfaction of customers. 

A very lively discussion of the sub- 
ject of making the citizens of Philadel- 


phia and those who use the city as a 
shopping center conscious of what the 
guild stands for in business was held, 
and a number of constructive sugges- 
tions were made. Among them was 
that of getting in touch with the Shoe 
Guild of Detroit to learn of their efforts 
and experience along these lines. An- 
other was to develop means of acquaint- 
ing the public with the fact that guild 
members were concerned with quality 
footwear, and that cooperative adver- 
tising, together with a more general 
use and display of the guild insignia, 
be the practice of the membership. On 
motion of Mr. Silver a committee was 
appointed consisting of Messrs. Silver, 
Rolf and Goodman to draft suggestions 
for presentation and consideration at 
the next meeting. 

Although no formal action was taken 
in the matter, in view of the fact that 
a number of the downtown business 
houses have adopted a policy of remain- 
ing open until nine in the evening on 
Wednesday nights, it was made evident 
that there would be no guild objection 
if any of its membership chose to adopt 
this policy. 





Predict White Shoe Sales 
Bigger Than Year Ago 

Wicuita, KANs.—Despite the fact 
that the white season is here, shoe re- 
tailers report a persistent call for black 
patent. One reason given for the de- 
mand is that many Kansans are plan- 
ning to attend either the New York or 
San Francisco World’s Fairs, and wo- 
men prefer dark footwear for these 
tours. Many retailers have run low 
on black footwear. All whites topped 
the sales in May, however. 

Frank Highland, manager for Geo. 
Innes shoe department, just back from 
attending the Fall opening of the Shoe 
Fashion Guild of America, in New York 
City, says that several shoe manufac- 
turers reported low stocks of whites 
and a belief that there will be a short- 
age before the season is over. They 
contend that white sales will be larger 
than a year ago. Mr. Highland reports 
2 big play on health and comfort shoes 
due to the Fair travel. 

T. Farha of Farha bootery, recently 
returned from a buying trip to St. 
Louis, says a more conservative type 
of footwear is coming out this Fall. 
“I hope manufacturers will not swing 
to the other extreme, that is from the 
jitterbug type to the too-conservative 
lines,” he said. Black seems to be the 





favorite color for Fall with quite a 
demand for brown. 

P. H. De Rienzo, who recently opened 
a new shoe department with Rex Smith, 
Inc., reports business as very good, and 
that play shoes in white have shown a 
marked increase in volume the past 
few weeks. 

Sport and play shoes have shown a 
lot of activity at the Roy Logan store. 
Manager W. P. Bubela believes that 
open displays of men’s footwear in- 
crease sales. He has placed samples on 
the arms of chairs where they can be 
easily handled by the customer when 
seated. 

In the Walk-Over store a colorful 
display of sport shoes of all types has 
been placed just inside the entrance 
under an awning of green and yellow. 
In this grouping one may view many 
styles in sportswear. It attracts a lot 
— according to Manager Ray 

er. 





Small Business Men to 
Meet in Detroit 
AKRON, OHI0 — Fifteen representa- 


tives of smaller business from that 
many different States will draw up the 
program of small business needs and 
demands for presentation to the second 
convention of the National Small Busi- 


ness Men’s Association which will be 
held in Detroit, June 27, 28 and 29. 
This committee on resolutions, headed 
by J. S. Westbrook, of Bridgeport, 
Conn., is now receiving the suggestions 
of association members and others in- 
terested in the welfare of smaller busi- 
ness. 

The association’s declaration of prin- 
ciples and program of immediate ob- 
jectives adopted at the Pittsburgh con- 
vention last September will furnish the 
foundation on which the committee wili 
work in preparation for the Detroit 
meeting, according to announcement 
from national headquarters at Akron, 
Ohio. In addition to checking on prog- 
ress made toward objectives adopted 
last year, the Detroit convention is ex- 
pected to take up such subjects as the 
Wage and Hour Law and the monetary 
question. 

Invitations to speak at the conven- 
tion have been given to Senators Ar- 
thur Vandenberg of Michigan and 
Harry Byrd of Virginia, R.F.C. Chair- 
man Jesse Jones, and others. Roy A. 
Foulke, economist for Dun and Brad- 
street, will talk to the convention on 
finance and credit problems of small 
business. A large part of the time on 
the three-day program, however, will 
be reserved for discussions by mem- 
bers of the association on problems of 
small business and activities of the as- 
sociation. 

A convention committee of 100 with 
members in all parts of the country 
is arranging for advance registrations 
and the spreading of information about 
the meeting. 

Membership in the association now 
extends into 43 States, according to 
national headquarters, with organized 
units formed in dozens of cities be- 
tween Springfield, Mass., on the east, 
and Omaha, Neb., on the west. Imme- 
diately following the Detroit meeting 
the association hopes to extend its or- 
ganization work to the South and far 
West. 





New Weinbrenner Addition 


Opened 

MERRILL, Wi1s.—Equipment was 
moved into the new one-story addition 
to the Albert H. Weinbrenner Co. plant 
here, May 15, following a two-day civic 
dedication program. The shoe company 
is establishing its heel and sole depart- 
ment in the addition so that its base 
of production will be close to its other 
Wisconsin branch plants in Marshfield 
and Antigo. The addition is expected 
to step up employment at the local 
plant by more than 100 persons. 





Opens New Women’s 


Corrective Shop 


MERIDEN, CONN. — Raymonds Foot 
Rest Shoe Shop, recently opened in 
Meriden, Conn., specializing in women’s 
corrective footwear. R. J. Godcher, 
who for the past seven years has been 
connected with chain and independent 
shoe stores, is proprietor. 
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GET ON THE BAND-WAGON... 








It’s Genuine — 
CAPRE* KID by 


SURPASS! 




















0. of the season’s best hits, shoes of Surpass Capre 
Kid mean a parade of extra profits to alert shoe 
manufacturers and retailers. Get on the Surpass Capre 
Kid Band-Wagon! 







Offered in black and a wide variety of striking pop- 
ular colors Surpass Capre Kid is hand boarded and 
entirely suitable for elasticizing. 







> CG Mm wie Bel aeeten, 


This offering, which is meeting with such wide- 
spread demand, is the kind of quality kid that has built 
the Surpass reputation for more than three generations. 








By all means investigate Genuine Capre Kid by 






Surpass. 






*REGISTERED TRADE NAME 


PHILADELPHIA, PENNSYLVANIA, 





Spotlighted in Hagper’s Bazaar and all shoe style journals, 
Turkish toes, freslj as your kid sister, step from April Paris 
boulevards into A 

toes that bid to gi 
and answer the cry 


rican style openings for Fall. Saucy snub 
new zest to the jaded specialty market 
r something smartly different. Pert and 
tty, this new toe shape with its fore-shortened vamp length 
i endless fashion jipssibilities, lending itself well to either 
novel or tailored stWling. Flattering to the feet, yet with 
plenty of toe room, te Turkish toe makes an ideal Fall pre- 
sentation to relaxed S@mmer feet that dread returning to tight 
shoes after beach sand§ fabric shoes and loose-shod freedom. 


Many manufacturers Mave already made models for their 
sample lines. See your fast-maker today for last minute de- 
tails on this new trend. 


BECKWITH HAS THE B 








Beckwith is again prepared in 
advance of trade demand to 
service another toe problem. 
Weeks ago when Turkish toes 
were merely a Parisian whisper, 
we were planning box toe 
shapes and skiving outlines to 
favor the new toe—an ex- 
tremely rigid dome with strong 
side walls, yet with light wip- 
ing edges for crisp sole lines — 
a flexible back edge that must 
disappear in the deep slope be- 
hind the toe crown. And again 
we chose the time-tested 2 WS 
material for the job. 


BECKWITH 
MANUFACTURING CO., 
DOVER, N. H. 
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Ever play TAP S with a Shoe-Horn? 


/ 
< WALK INTO almost any shoe shop HEEL” cai take kicks and scuffs without a dent 
on Fifth Avenue and you're likely to — or mar. Naturally, it’s a sales point that means a 
hear a click... click... click—clerks —_ great deal to women. 
actually tapping on the heels with a shoe- Let this dramatic sales argument work for you. 
horn to demonstrate they’re covered with _ Tell your clerks to use the “tap test” in their sales 
Scuffless “PYRAHEEL” plastic heel covering. It talks. The favorable reaction will convince you it 
sounds firm and durable and calls attention to the _ pays to specify Scuffless “PYRAHEEL” on your or- 
smartness of the heel. Customers immedi- ders. Write today for list of manufactur- 


ately grasp the fact that Scuffless “PYRA- GUPOIND ers, samples and complete information. 














FUN 





SEE FOR YOURSELF why this is the most talked of line in 
America today. Styled to the minute . . . retailing at a 
price that most people like to pay . . . and supported by 
a tremendous in-stock service. These sensational new 
shoes and the entire Air-Tred proposition will be ready 


for your inspection at the . . . 


PARKER HOUSE 


Rooms 638 — 640 — 642 
June 5-6-7: 8th 
The BRADFORD «- 398-66— White Caracul Gore Step-in . . $3.10 
Last 717 17/8 Cuban Heel AAAtoC 


The TRIPETTE «+ 514-15 — White Calf............ $3.15 
Last 717 17/8 Cont. Heel AAA toC 


The JOEL - + + 362-6— Evans White Caracul....... $3.10 
Last 714 14/8 Wood Heel AAAtoD 


AULT — WILLIAMSON SHOE CO. Auburn, Maine 





a ~ Jf a 
a ~ \ j as 
4 ~ ) if 


We \y 





7 
sy 
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Wheome to NEW ENGLAND 


Sa Py? ng Gal? 


As Chairman of the Conference of New England Gov- Nation’s most compact and productive area, it also in 
ernors, it is a very real privilege and a genuine pleasure cludes within its borders a vacationer’s paradise. | 
to welcome to New England the many shoe buyers and sincerely hope, therefore, that all will lengthen their stay 
manufacturers who have gathered here from all parts of here for as many days as possible and enjoy the sport 
the country to take part in the Twentieth Annual Boston they love best. In the long list of recreations known to 
Shoe Fair. man there is none which cannot be found within a short 
Trade gatherings of this kind I consider of the utmost motor trip or train ride from the city of Boston. 
importance. They afford opportunities for manufac- 
turers to meet buyers; for buyers to see what manu- 
facturers have to offer. It is in the meeting of minds 
which results from such contacts that the business of all 
will receive a major stimulus. a 
The buyer, who is the real selector of footwear for his = Rinna. ya ee ee 
community, will see here, in the center of the industrial 
Northeast, shoes of every type in the widest possible } 
range of prices, from which to make an _ intelligent, 
profitable selection. 
And may I add that, although New England is the 


att ALD te hme me eee 


* 





| 
| 


Dutch Boy lasts . . . crepe soles . . . two color 
platform effects . . . popular, wanted, high-style 
notes never before seen in sports shoes make 
HYDE SNO-SHUS irresistible to women who 
enjoy the outdoor life in Fall and Winter. You 
can steal the sports shoe spot-light in your town 
by featuring the line that puts novelty and style 


ja, appeal into practical outdoor sports patterns. 


BOOT anv SHOE RECORDER, May 27, 1939 


ABOVE—Made in white, smoked, 
and Brown Elk, Blue, Red or Nat- 
ural crepe platform. Natural rib 
crepe outer sole and heel. No. 175 
Dutch Boy last. 
BELOW—Made in white, smoked 
and brown elk. Leather finished 
composition sole and ski heel. Also 
with leather sole. No. 390 Snow 
Shee last. 


A. R. HYDE & SONS CO. 


. 179 LINCOLN ST. 


_ ~= FACTORIES 
> J OFFICES . . 


- « « CAMBRIDGE, MASS. 








George A. Dempsey, President Louis H. Salvage, Chairman 


OFFICERS 


PresipeNt—Georce A. Dempsey 
Vice-Presiwent—J. FRANKLIN MCELWAIN 
Vice-PresipeNtT—Cuaries T. Candi 
Vice-PresipeNt—Louts H. SALvace 
TreasureER—Eucene L. WYMAN 


SeCRETARY—MAXWELL Firip 


DIRECTORS 


E. FARRINGTON ApporTt 
S. D. ANSIN 

A. FP. BANcrort 
Georce BARKIN 

L. M. Carroit 
Danie. J. DANany 
WirtuaM E. Dove 
Artuur L. Evans 
Harry E. Garpner 
Rosert GOLDSTFIN 
H. N. Goopsrrep 
James T. GorMLry 
C. Henry Jacors 
H. O. Ronpeau 
Myer Saxe 

Frank S. SHAPIRO 
J. A. SLosperc 
THomas SMALI 
Danie. E. Watson 
Max E. Winpd 


Va 


VAR 








VEW ENGLAND 
SHOE and LEATHER 
SS O48 “oe Sie. 













CENTER of the 
SHOE WORLD 


JUNE 5-6-7-8 
* 


Attend this strictly business-like 
show where shoemen can concen- 
trate on the problems of price, 
pattern and policy without dis- 
traction . . . examine and compare 
the greatest number of lines ever 
assembled at a summer show .. . 
over six hundred. 


One trip—one fare—three op- 
portunities to triple your money. 
Cover the Shoe Fair . . . stay 
(5 and enjoy New England’s 
2 unsurpassed vacation fa- 
cilities ... 
fo) visit the New 
ae R\ € York World’s 
4 c AR Fair on the 
F% ay eo We home. 
oP? ont 








































Come To 


» BOSTON 


JUNE 5-6-7-8 
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BOSTON SHOE FAIR 


A pproximately 600 Exhibitors and Large 
Number of Buyers Will Get Together June 5, 
6, 7 and 8 to Open Fall Buying Season 


WITH leading economists predicting an upswing in 
general business by late Summer and perhaps earlier: 
and with the almost certainty of a right-about face in 
style trends, the Twentieth Annual Boston Shoe Fair. to 
be held June 5, 6, 7 and 8, this year assumes an im- 
portance greater than ever before. The general recog- 
nition of this importance throughout the trade is, in 
large degree, responsible for the record-breaking list 
of approximately 600 exhibitors—to be housed in the 
Hotel Statler, in Park Square; and in the Parker House 
farther downtown and closer to the shopping district. 
While no absolute check can be had, of course, on the 
number of buyers, as many do not notify Fair head- 
quarters in advance, nevertheless reports received by 
manufacturers and requests for room reservations re- 
ceived by the Fair management, indicate a much larger 
than usual attendance from all parts of the country. 
These men represent not only volume buyers but inde- 
pendent merchants eager to learn what is new. 

What the buyer will see in Boston this June, there- 
fore, is just what he has seen in past years—but more 
of it—shoes for men and boys, for women and grow- 
ing girls, for children and infants—in the widest pos- 
sible range of prices—an unexcelled opportunity, there- 
fore, to compare and to place orders for Fall and early 
Winter selling at retail. 


THE Boston Shoe Fair has been consistently advertised 
as a “strictly business” showing of footwear. Its spon- 
sor, the New England Shoe and Leather Association. 
believes that too many forms of entertainment are 
neither desired nor desirable. The buyer, they argue. 
is better served if given an uninterrupted four days in 
which to attend to the business of inspecting lines and 
reaching a decision as to what to buy. 

Therefore, with the exception of the first day of the 
Fair—Monday, June 5—no official entertainment has 
been scheduled. On that day, however, will be played 
the annual golf tournament which has been a part of 
the Boston Fair for many years. This year, as last, the 
tournament will be under the auspices of the Boston 


Boot and Shoe Club and the course selected is that of 


the Wollaston Golf Club—not only one of the best 
courses in the East but one which can be reached by 
auto from either of the two official hotels. At the club. 
arrangements have been made for a complimentar) 
buffet lunch to be served from eleven in the morning 
until late in the afternoon. Non-golfers, as well a- 
those who can really hit the ball, are welcome. 

A committee will be on hand to take down names an: 















sS., gg te =e 1 
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TO BREAK RECORDS | 


handicaps which will be needed when its members get | 
around to awarding the several score handsome prizes | 
which have been contributed by, members of the trade. 


EN order that there may be the least possible delay in 
establishing contact between buyer and exhibitor, this 
year the Fair management has arranged to establish 
two headquarters—one in each of the two official hotels. 
At the Hotel Statler, Parlor C on the Mezzanine floor, 
has been taken over by the Boston Shoe Fair. In the 
Parker House, headquarters will be set up in Room 211. 

Both headquarters will be staffed with efficient 
workers who will know the answers to every question 
in connection with the Fair—where to find whom will 
be the most frequent. At both headquarters, further- 
more, there will be distributed a Boston Shoe Fair 
Fair directory in which will be found the name and 
location of all exhibitors, plus what types of shoes they 
make and the approximate retail selling price. It is as 
comprehensive in its make-up as is humanly possible. 

While exhibitors are confined in their choice to the 
two official hotels, buyers, of course, are free to regis- 
ter at any of the many other hotels in the city. These 
include the Copley-Plaza, Ritz-Carlton, Westminster, 
Brunswick, Touraine and Essex, where ample accom- 
modations can be had for all. If a buyer, unfamiliar 
with Boston, wishes to be put in touch with any of these 
hotels, or with any which, through inadvertence, may 
have been overlooked in this listing, either one of the 
two Fair headquarters offices will be glad to give him 
all the assistance necessary. 

Members of the Committee On the Shoe Fair, in 
general charge of all arrangements consist of George 
A. Dempsey of the Farmington Shoe Co., Dover, N. H., 
who, as president of the New England Shoe and Leather 
Association, is chairman ex-officio; general chairman, 
Louis H. Salvage, Louis H. Salvage Shoe Co., Man- 
chester, N. H., and the following: 

E. Farrington Abbott, Charles Cushman Co., Au- 
burn, Me.; S. D. Ansin, Ansin Shoe Mfg. Company, 
Athol, Mass.; A. F. Bancroft, Bancroft Walker Com- 
pany, Waltham, Mass; George Barkin, A. R. Hyde & 
Sons Co., Cambridge, Mass.; Charles T. Cahill, United 
Shoe Machinery Corp., Boston; L. M. Carroll, Norway 
Shoe Company, Norway, Me.; Daniel J. Danahy, H. H. 
Brown Shoe Co., Worcester, Mass.; William E. Doyle, 
Doyle Shoe Company, Brockton, Mass.; Arthur L. 
Evans, L. B. Evans’ Son Co., Wakefield, Mass.; Robert 
Goldstein, John E. Lucey Shoe Co., Middleboro, Mass. ; 
Albert E. Gordon, Dainty Maid Shoe Co., Haverhill, 
Mass.; C. Henry Jacobs, A. Jacobs & Sons Co., Lynn, 
Mass.; A. L. Kleven, Kleven Shoe Co., Spencer, Mass. ; 
Paul O. MacBride, Milford Shoe Company, Milford, 
Mass.; H. O. Rondeau, H. O. Rondeau Shoe Co., Farm- 
ington, N. H.; Henry B. Rosenthal, Rosenthal & 








[TURN TO PAGE 57, PLEASE] 





WHAT PATTERNS? 
WHAT MATERIALS? 
WHAT PRICES? 
WHAT VOLUME? 
for 
FALL and WINTER 


* 


The answers to these ques- 
tions and much more valu- 
able information will be 
available at the only national 
summer show. Come... 
meet your friends . . . learn 
what’s going on... plan your 
Fall profit campaign .. . 
and place your orders. 


MAKE YOUR 
ROOM 
RESERVATIONS 
NOW! 


HOTEL STATLER 


and 


PARKER HOUSE ,, 











BOSTON SHOE FAIR 


sponsored by 


NEW ENGLAND 


o Shoe and Leather Association 


Boston, Mass. 


JUNE 5-6-7-8 
HOTEL STATLER 
PARKER HOUSE 


210 Lincoln St. 


















ROOMS 448-450 
HOTEL STATLER 


JUNE 5-8 





This Feature Line car- 
ries the longer-wearing 
water - resisting dou 
leather “Ruf-Tuf" soles. 







The new Dutchie in 
brown or bleck Ek with 
ribbed crepe sole. 













BOO 5 
T ann SHOE RECORDER, May 27, 1939 

















y 
VK Come and see what we mean 
Ag} by “Values that lead.” We're 


for your keenest com- 
ible evidences 


vr. 


ready 


parison of the vis 


—the leathers—the lasts—the 


erns — the findings — and 
lities of 
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assure you that the qua 
e delivered by 










fit and wear ar 
Eagle shoes in full measure. if 
you operate in the $1.49 to 


jd, and anticipate your needs on 
Boys and Men 













$3.00 retail fie 
a make-up basis, 
n make money for you. 


SHOE MFG. CO. 
30 PARIS ST- 
EVERETT. MASS. 


Producing Outstanding Values in 
Boys’ and Men's Shoes for 37 Years 






Eagle Shoes for 









ca 


EAGLE 






















New spaded style in 
black or tan, “boot 
makers” finish. 
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* * * | INCREASING LEISURE 
MEANS MORE SALES OF 





No. 2620 — Whole 
vamp black calf bal 
oxford — Heavy half 

le sole — Full 
spade edge — Boned 
bottom finish—Broks 
last. 




















for Golf 
SPORTOCASINS 


Maoe in various styles for both 
men and women, Sportocasins of- 
fer a rare combination of smart 
styling and downright comfort. 
Genuine Indian Moccasin construc- 
tion assures smooth foot free- 
dom and develops profit- 


Embodying lasts and patterns that are 
up-to-the-minute in every respect — shoemaking 
details usually associated with much higher priced 
lines—leathers and findings that reflect the choice | 
of the markets, HAZZARD and EMERSON shoes 
for men, the former at $3 and $4—the latter at 
$5—are established leaders in this retail price for Playtime 


WEEJUNS 


If you are not familiar with these exceptional |  — JUST the ch algge Balas 
values, you should be! . moccasins, but a handsome 

4 . combination of all three 
* ih Ideal for beach, home 
4 j club, and general 


RIDING & FIELD oe: 
BOOTS er Es 


In addition to regulation Riding Boots, we produce an 
extensive line of Jodhpurs, Gore Jodhpurs, Engineers’ 
and Field Boots, which enjoy widespread popularity. 5 


= 
Vii h Md or oods-weoar 
COWBOY BOOTS Md MOCCASINS 


FOR MEN, WOMEN & BOYS W HETHER it's the Quail Hunter 
These boots feature the popular square toe high heel for year ‘round hunting and tramp- 


last, and are noted for their durability and fine fitting ing, the High Cut Ranger, or the 
Camp Moccasin, the Bass name 


qualities. . 
* assures genuine Indian moccasin 
construction. 


VISIT OUR PERMANENT 
* SAMPLE ROOMS DUR- * Also... SKI BOOTS 
HIGH CUTS 


ING THE BOSTON 
SADDLE 


* SHOW, JUNE 5-8, 119 * 
LINCOLN ST. OXFORDS 
ALL KINDS OF 


R. P. HAZZARD CO. TRUE MOCCASINS 
AUGUSTA, ME. | 


BOSTON SALESROOM, |19 LINCOLN ST. 





range. 











G6. H. BASS & CO., 2% Wilton, Maine 








DIAMOND BRAND 


ALUMINUM “INVINCIBLE” ROLL SETTING 
FAST COLOR EYELETS 


A plastic rim of solid color is moulded onto the out- 


flanged top of an aluminum eyelet. 


Because of the durability of the two materials used 


in these eyelets and the utmost precision used in their 
manufacture, Diamond Brand Fast Color Eyelets out- ap 


wear even the finest shoes. There is no other eyelet of 
Note the smooth roll 


equal quality available for footwear. setting on inside 


of shoe. 


UNITED FAST COLOR EYELET COMPANY BRANCH 
(UNITED SHOE MACHINERY CORPORATION) 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Boston Shoe Fair 
[CONTINUED FROM PAGE 53] 


Doucette, Inc., Beverly, Mass.; Myer 
Saxe, Kesslen Shoe Company, Kenne- 
bunk, Me.; Frank S. Shapiro, National 
Shoe Corp., Marlboro, Mass.; J. A. 
Slosberg, Green Shoe Mfg. Co., Boston, 
Mass.; William Scholnick, Scholnick 
Shoe Co., Jamaica Plain, Mass.; Ben 
Stone, Stone-Tarlow Co., Inc., Brock- 
ton, Mass.; E. H. Sulkis, Sulkis Shoe 
Company, Marlboro, Mass.; James E. 
Wall, Wall-Streeter Shoe Co., North 
Adams, Mass.; Paul C. Wolfer, W. L. 
Douglas Shoe Co., Brockton, Mass., and 
Maxwell Field, secretary of the asso- 
ciation and manager of the Fair. 

The golf tournament will be man- 
aged by a special committee of the 
Club, under the able co-chairmanship 
of Frank C. Donovan, of the F. C. 
Donovan Leather Co., Boston, and Louis 
H. Salvage, New Hampshire shoe man- 
ufacturer. Other members of the com- 
mittee are: 

Fred Ahern, Bliss & Co., Roxbury, 
Mass.; W. C. Connolly, Leas & Mc- 
Vitty, Boston, Mass.; John E. Daniels, 
John E. Daniels Leather Co., Boston, 
Mass.; William T. Doyle, Doyle Shoe 
Company, Brockton, Mass.; James T. 
Gormley, Day-Gormley Leather Co., 
Boston, Mass.; James T. Keating, James 
T. Keating Leather Co., Boston; A. D. | 
Knight, Shoe and Leather Reporter, 
Boston, Mass.; Sam Langer, Langer- 
Lippman Co., Boston, Mass.; William 
H. Larkin, Stacy-Adams Co., Brock- 
ton, Mass.; Marcus McWeeney, Ken- 
nedy Stores, Boston, Mass.; John F. 
Murphy, Ohio Leather Corp., Boston, | 
Mass., and Francis Shea, Barbour Welt- | 
ing Co., Montello, Mass. 


Production Increase Shown 


BostoN—Shoe production during 
January totaled 33,526,679 pairs, the | 
U. S. Bureau of the Census reports, 
representing an increase of 12 per cent 
over December, 1938, when according to 
revised figures 29,987,849 pairs were 
produced, and an increase of almost | 
8 million pairs, or 30 per cent, over 
January, 1938. 

The New England shoe states, Mas- 
sachusetts, Maine, and New Hamp- 
shire, had an output during January of | 
11,773,713 pairs, an increase of 27 per 
cent over January, 1938, as compared | 
with a gain of 30 per cent registered in | 
the entire industry during that month. | 
Maine showed a gain in shoe produc- 
tion of 35 per cent over January, 1938, | 
and the gains for Massachusetts | 
and New Hampshire in this period | 
amounted to 30 and 18 per cent, respec- 
tively. 

Massachusetts led all shoe states in 
this month with a production of 5,961,- 
251 pairs, followed by New York with 
an output of 5,405,563 pairs. 

Important gains made by other shoe 
states in this period were: Pennsylva- 





Style S992 
Waldorf Last 


429 Bartan veg 
etable tanned 
full brogue 
with half doub 
le sole and 
leather heel 
Dressed by 
hand with An 
tique finish 


Because every Packard penny goes into Packard 
Shoes, Packard extraordinarily high values bring 
a better mark-up for you—build a dependable re- 
peat business from men who appreciate their 
money’s worth. Packards sell easier, too, because 


they look better at the price . . . are proved better 
by wear. 


Don’t fail to see this high profit line at the 
BOSTON SHOE FAIR 
JUNE 5, 6, 7, 8 


ROOM 416, Hotel Statler 


The Packard line is a complete line in two grades . 
Packard and Packard Kent... . 
ing from $5.00 to $8.00. 


M. A. PACKARD CO. 
BROCKTON, MASS. THE 


carried in stock . . . retaii- 











¥ 
gen A 
IN 
This will be the greatest year on record 
for stores carrying Evans Slippers. More 
National Advertising will be used ... 


our in-stock service increased. Write for 
catalog showing over 75 in-stock styles. 


L. B. EVANS’ SON COMPANY gail 
Wakefield, Massachusetts Pas 


York guile lo tha best iu lus Vegppers 
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nia, 41 per cent; Wisconsin, 37.5 per 
cent and both Missouri and New York, 
38 per cent. 

“One should bear in mind,” says a 
statement by the New England Shoe 
and Leather Association, “in studying 
shoe production for January, 1939, 
with output in January, 1938, that the 
large increases shown this year were 
largely due to the fact that production 
in January of last year of 25,706,105 
pairs was substantially below normal. 
This is clearly indicated by the fact 
that shoe output in January, 1937, to- 
taled 37,149,168 pairs and in January, 
1936, 33,355,004 pairs. 


Fall Style Trend As 
Seen in Boston 


Boston—In reporting to his mem- 
bership on the results of the recent of- 
ficial leather opening in New York 
City, Maxwell Field, secretary of the 
New England Shoe and Leather Asso- 
ciation, comments that “color continues 
as the keynote for the Fall season— 
color in leathers, in double and triple 
combinations, in newer soft shades. The 
high fashion color will be green, in 
deep marine shades, it was predicted by 
the fashion experts. Brown will be 
more important this Fall, especially in 
the new rosy, wine tones. Parisian 
Blue, which was so successful in the 
Spring season, is expected to carry over 
into Fall. Black, as usual, will be the 
basic color and will be in greatest de- 
mand both because it is considered 
‘safe’ by the average woman and can be 
worn with almost every costume color. 

“Suede will be the favorite leather 
this Fall, according to Vogue, because 
it blends weil with Autumn clothes, it 
makes the feet look smaller, it’s supple 
and light and very comfortable. Patent 
leather will carry through the Fall sea- 
son as will calfskin. Kidskin should 
prove even more popular this Fall be- 
cause of its softness which makes it so 
suitable for the draped shoe, which has 
become popular for afternoon and eve- 
ning wear, and because it takes won- 
derful color. Also, elasticized leather 
and fabrics will be used. 

“Your secretary arrived at two im- 
portant conclusions during this show. 
First, that platform shoes will not be 
popular this Fall, except in evening 
shoes. Second, that open heel shoes are 
on the wane and are decreasing in pop- 
ularity. 

“Shoes this Fall will have a more tai- 
lored, sleek look. High fronts, smaller 
openings at the toes, quilted and 
stitched effects, mesh leathers, cut-out 
lattice effects, some open-toe, open-heel 
models—all are the mode for Fall. 
Vogue predicts that boots will be intro- 
duced and worn this Fall—also that 
turned-up toes will be accepted. Em- 
phasis this Fall will be on low rather 
than high heels.” 
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Mrs. Day’s “IDEAL” 


Biggest name in the 
BABY SHOE BUSINESS 


The reputation of this name is known 
to mothers of two generations and is 
a prime asset to the many far-sighted 
children's shoe retailers who use Ideal 
Flexible Hard soles (3-8) as their 
juvenile foundation line. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 





PLAY 


WITH WOODEN SOLES 


EXCLUSIVE PATENT 
(0114777) 


Bandana Sandal 62¢ 


WITH NATURAL WOOD SOLE 


Red polka dot ribbons 
R555 Blue polka dot ribbons 
R333 Blue figured ribbons 
Rit! Wine figured ribbons 


Each pair packed FULL SIZES 
with @ 2i-Inch head } 
beadene to match 62/4c ate 


i SHOE FORM FREE WITH EACH 36 PAIRS 
OF SANDALS 
2 


Terms Positively Net | ne ya 


BEACH SHOE CO. 
DIVISION OF A. SANDLER CO. 


200 ESSEX ST. BOSTON, MASS. 
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CRAFTSMANSHIP IN EVERY PAIR « «+ 


H AND Craftsman- 
ship — Style and Quality 
Leathers — have established 


QUALITY 
REMAINS WHEN 
PRICE IS 


FORGOTTEN for Stacy-Adams Company 


an Enviable Reputation—lt 
Sets the Styles America Fol- 
lows. 


and New 


Plans now bring you Amer- 


New Policies 


ica's foremost line of Calf 
Shoes to retail at $12.50 and 
Up. 


STACY-ADAMS CO. 


AT LEFT 
No. 039 
TAN CALF WING TIP * 
OXFORD ON TROJAN 
LAST AA TO D 


BROCKTON 
MASSACHUSETTS 





y, 





Boston Shoe Fair Exhibitors 


Exhibitor Room No. 
Abbot Shoe Company 
Accurate Shoe Corp. 

Adams Shoe Mfg. Co. 
Adelle Footwear Corp. 
Alberts Shoe Co. 

Cc. H. Alden Shoe Co. 

Allen Shoe Co., 

Allen Shoe Co. (Ralph L. Gove) 
Allen-Squire Co 

Altman Bros. Shoe Mfg. Co. 
American Huarache Company, Inc 
American Shoe Co., Inc. 
American Shoemaking 
Matt Amrose & Sons .... 
Ansin Shoe Mfg. Co. 

Anwelt Shoe Mfg. Co. 
Arlington Shoe Mfg. Co., Inc. 
Artcraft Shoe Co. 

Ascutney Shoe Corp. 

Astor Shoe Mfg. Co 
Atlantic Footwear Co., 
Atkinson Shoe Corp. 

The Atlas Footwear Corp. 
Auburn Rubber Corp. 

Avon Sole Co. 

B. & B. Shoe Co. 

B & C Shoe Co. 

Badorf Shoe Co. 

Badger Glove and Slipper Co. 
Bancroft Shoe Co. 

Banner Shoe Co. 

Banner Slipper Co., 
Barbour Welting Cop. 

Baris Shoe Co., 

Barker Shoe Co. 

Barnett Footwear Co. 
Barr-Bloomfield Co. 

Barry Shoe Co. 

Barth Binding Co., Inc. 
Charles S. Bates, Inc. 

Bay Shoe Co., Inc. 


. 676 
729 


(Compiled as of May 19) 


At the Hotel Statler 


717-719 
806- 


Beckerman Shoe Corp . 

L. E. Beaudin Shoe C ompany 
Bedford Shoe Co. ia 
Geo. E. Belcher Last Co 
Belle-Craft Slipper Corp 

Best Shoe Co. 

Bickford Shoe Co. 

Bona Allen, Inc. 

Boston Shoe Fair Headquarte rs 
Boot & Shoe Recorder .. 
Bourque Shoe Co. .. 
Bradford Shoe Co. 

Bradley Shoe Co. 

Brenton Shoe Co. 

Brentwood Shoe Co. . 
Bridgewater Workers Ce-Op. 
Bristol Fabrics Co. 

Bristol Shoe Co. 

Brown Company 

H. H. Brown Shoe Co., Inc. 
A. 8. Burge Co. , - 
Burlington County Shoe C ompany .. W506 
B-W Footwear Co., Inc. 858-860 
C & S Shoe Mfg. Co. 

Caneles Shoe Mfg. Co. 

Cambridge Rubber Co. 

Geo. F. Carleton & Co., 

Carmo Shoe Mfg. Co. 

Central Slipper Co., Inc. 

Champion Shoe Mfg. Corp. 

Charisam Footwear Corp. 

Chelmsford Shoe Co. 

Chesapeake Shoe Mfg. . 

M. B. Claff & Sons, Inc. 

Claremont Sandal Co. 

Clark Shoe Co. 

Chas. Cobb Shoe Co., Inc. 


Parlor C 
.. Parlor D 
Ww 803- Aud 805 > 


Assn... 


The Comfort Sandal Mfg. Co., 

Comfort Slipper Corp. 

Compo Shoe Machinery Corp.. 
W514-W516-W518 


Connolly Shoe Co., Ine. 622 
Consolidated Natl. Shoe Corp 604 
Continental Shoe Co. ... : 606-608 
Consolidated Slipper Corp WS813-W815 
Conrad Shoe Co. 403 
Converse Rubber Co 740 
A. Cooper & Sons, Inc 745 
S. Cooper Slipper Co. -_ w7 702 
Joseph F. Corcoran Shoe Co., Ine. 412 2 
Cornelia Footwear C orp. re Wws0o4 
Craddock-Terry Shoe Corp . 446-642 
Creative Footwear Mezzanine 
Curtis Shoe Co., Inc. : . 408 
Charles Cushman Co. 511-515 
Dainty-Maid Shoe Co. 774 
Dartmouth Shoe Co. ... 1063-1064 
H. E. Davis Shoe Co. .. 638 
Diamond Shoe {upany 407-790-792 
Dickinson Shoe Co. . 543 
Dine Shoe Corp. 681 
Dodd Shoe Co. . : 

Dolly Novelty Shoe Cc ‘o., Ine 

Dominion Shoe Co. .. 

The Donovan Rubber Co 

W. L. Douglas Shoe Company 

Dover Shoe Co : 
Doyle Shoe Company 
L. Drexsage & Co., Inc. 
Dunn & McCarthy, Inc. 
Durable Welt Shoe Co 
Durand Shoe Co. .. : 
Eagle Shoe Mfg. Co., Inc 
Eastern Footwear Corp 
Eby Shoe Corp. 

Economy Shoe Company 
Edmar Footwear Co. 

F. S. Elam Shoe Co., Inc. 
Elfskin Corp 

Elite Shoe Co. . 

A. 1. Emerson Shoe Cc ‘0. 704-705 
Empire Last Works - ... 848-850 
[Turn to page 62, please] 


Parlor E 

756-727 
.W614-W616-W618 
_ .. 966 
. 872 
448-450 
892-894 
5-518-519 
746 

687 

880 

635 

901- 903 
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GREEN SHOE MFG. CO. 
BOSTON, MASS. 
Rooms 626-628 Parker House 





NATURE FOOTWEAR CORP. 
BREWER, MAINE 
Rooms 509-511 Parker House 


AULT-WILLIAMSON SHOE CO. 
AUBURN, MAINE 
Rooms 638-640-642 Parker House 





STACY-ADAMS CO. 
BROCKTON, MASS. 


Room 636 Parker House 


MRS. DAY'S IDEAL BABY SHOE CO. 
DANVERS, MASS. 





sai hl 


baghty eens 


M. A. PACKARD CO. 
BROCKTON, MASS. 


Room 416 Hotel Statler 


L. B. EVANS SONS CO. 
WAKEFIELD, MASS. 
Rooms 218-220 Parker House 





ON THESE PAGES ARE ILLUS- 
TRATED THE PATTERNS OF 
LEADING FOOTWEAR MANU- 
FACTURERS IN NEW ENGLAND 
... WHERE EVERY TYPE AND 
GRADE OF SHOE IS MADE BY 
THE WORLD'S MOST SKILLED 
SHOE WORKERS. 





CURTIS SHOE CO. 
MARLBORO, MASS. 
Hotel Statler 
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PATTERNS 


New ENGLAND 
MANUFACTURERS 





W. L. 
Room 434 





DOUGLAS SHOE CO. 
BROCKTON, MASS. 
Hotel Statler 
(Air-0-Pedic Shoe Co. 


Rooms 528-530 Parker House) 








New. England | 








OO RIEIZ 


er | cuscineins co. 


STOUGHTON, MASS. 
Rooms 409-41 | Parker House 














G. H. BASS CO. 
WILTON, MAINE 





C= » 


yy 
2) fF oP 
7 


+ 
= A. SANDLER CO. 
\ a? ~~, BOSTON, MASS. 
| ‘\ / Room 427 Hotel Statler 








E. 


E. TAYLOR CORP. 
AUGUSTA, MAINE 
Rooms 418-420 Parker House 








New. England 











STYLE OLD COLONY SHOE CO. 


BROCKTON, MASS. 








——— 
A. R. HYDE & SONS CO. 





CAMBRIDGE, MASS. 


Rooms W8i6-W818 Hotel Statler 


Camelot pattern—stud moccasin effect— 
Dutchboy last—crepe sole—harness stitched 











Room 427 Hotel Statler 
iP 
3 
yam # 
y= ¢ 
ce 4 
ow? 
A 
R. P. HAZZARD CO. 
AUGUSTA, MAINE 
. 119 Lincoln St. Boston 
oe Waterproof oxford made of 
) : Y4\ \ $. B. FOOT'S No. 219 Zumbro Elk 
Ne He oe Y mins My 
ie 3 ite rs Be, a, oes ae oe 
mic ea i See 
ag Y oe 
gt Nt ls 








EAGLE SHOE MFG. CO. 


EVERETT, MASS. 


Rooms 448-450 Hotel Statler 
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ee 2. ee ee 525 

Green-Bonn Shoe Co. .......... 1066-1068 

e Grossman Shoe Co. ......... ... 830-832 
C. A. Grosvenor Shoe Co. .... 690-692-694 


The Hagerstown Shoe & Legging Co 734 


Hallowell Shoe Company ........ 500-502 
f tikes <6 oteen cess ces 568-573 
SS ES EE EE 782 
Harvard Shoe Co. 886 


























































































































| Headway Shoe Corporation .. W501-W503 
c R | C A’ S Heel Hugger Shoes, Inc. ........... Wwé6ld4 
A M Lewis Heicklen Sales Company ... 731-752 
ip ED OB ID. oo voc tepasece seve 827 
ALL WEATHER Hercules Shoe Mfg. Co. ............. 689 
Hide and Leather and Shoes .. Mezzanine 
WATER REPELLENT SS ee OM, cc ctdcceces 1031-1052 
| Highland Shoe, Inc. .............. Wweé6o05 
Hoegue-Sprague Corp. .............. 613 
SHOE FOR FALL 5 9° step S RR ppp isete 878 
Herbert Holtz Shoe Co. ...... 706-708-709 
AND WINTER WEAR | Horn & Short Mfg. Co. ........ 1000-1002 
Vincent Horwits Co., Inc. .........--. 593 
Hubbard Shoe Co., Inc. .......... 666-668 
* Geo. W. Hubler Shoe Co. ............ 576 
; | reg yy --y (Ralph L. Gove). 783 
: A. R. Hyde Uh wewees W816-W818 
A new English last added to the | Hyde Athletic Shoe Co. ........... Wwsi4 
acknowledged Custom Crafts- | Inter-Allied Slipper Co. -............ 685 
j ° ° h Cc H Ald Interstate Shoe Company ........ 585-586 
manship line of the C. H. | en susermatsenes Shoe Co., 585-586 and ee} 
: | nterstate Slipper Co., Inc. ........ 806 
i Shoe Co. | R. B. Ireland Shoe Co. -.-.... 0 +-+-.. 539 
| . . A. $ So. re 5 
The Scientific Double gata | Jacob so Teele aos 854-855 
i i i i 8 ) SE SE: Sevoecescccceapiaas 44 
' Gee of this shoe ma oy ples | Jay Shoe Mfg. Co. .......... 765-767-769 
i nearly “waterproof” as is pos- | Jersey Footwear Co. .-....-..... 895-897 
. . Johnson-Baillie Shoe Co. (Levi-Weiss 
sible with leather. No scales or ee cle dcad ean 726 
stitches to allow leaking, and a | Johnson Shoe Co., Inc. ..........+.+- 785 
sal b ef 8. eer 625 
| special tannage to prevent ab- Kalb NM nc can des 839 
; 9, H | i Me cséestecctesccndens 863 
{ : — sorption. It ° only fault ad that it ~~ “ “el iapteag apace 866 
, 4 it will wear too long. | Keystone Slipper Company ......... 677 
| ) eC icons eheoe ee dees < wo9i6é 
| Kirsch-Blacken Co. ...------ W715-W717 
] Klayman Shoe Co., Inc. ............. 829 
| DS MEER “scsedessudsees 982-984 
SEE THE Knight Slipper Mfg. Corp. ....... 673-674 
hy TD Me. HM theaticbeccacrvcevcs 41 
| ae ain tener Kopman Woracek Shoe Mfg. Co. .... 841 
F ee es 6 a caws igs ecces tee 433 
hi SHOE CO. LINES AT | A. 8. Kreider Shoe Co., 170-771-778-775-779 
’ Ooo A. 8. CE cans cweeee das : 
neue _ + i ey SE Ge EO, nce ceccdsces 779 
| A. S. Kreider Shoe Mfg. Co. ........ 775 
BOSTON | Krentler Bros. Co. ...........--: 848-850 
ee Pe cence eescoescw cent 620 
SHOE FAIR tt ee Ce stavaceccevesecs vee 
Chris. Laganas Shoe Co. ........ 813-815 
ROOM 4221! Lambertville Rubber Corp. ......... 683 
HOTEL BILTMORE Lamonster Bhoe Co. .....ccccccess 701-703 
LOS ANGELES, CALIF | Landis Shoe Co. (Levi-Weiss Sales . 
| DY Seca etseeccaweceedetecenees -. 726 
SHOE FAIR TT Tee TE CLT Te 741 
JUNE 11, 12, 13, 14 Ramee. BESO Ce., BMG, cccccccccccsccs 861 
Leonard & Barrows Shoe Co. ........ 400 
Rees? GSO GR cccccccccecceces 826-828 
Al and Sol Levine ........... 658-659-660 
Levi-Weiss Sales Co. ............ 726- Ht» 
RMONG GOO GE ccccicccscccsccccces 6 
The Lima Cord Sole & Heel Co. ..... S78 
[i Ce sescacessoceteseeces 856 
RAE BRS CO. cccccccccccsceccscsecs 420 
Rapmpere MOG, TMG. .crccccccccccccess 561 
The LAO CORR cc cc ccccccccccesess 697 
Little Falls Felt Shoe Co. ....... = | 
| The Longini Shoe Mfg. Co. ...... 834-836 
Lorman, Shoe Stylist ............. W703 
. . e Lowell Shoe Sabebsnesesades chads 507 
Lown Shoes, In : 
Division OLD COLONY SHOE CO. W1016- W1018 and W1006-W1008-W1010 
John E. Lucey Shoe Co. ...........- 400 
. BROCKTON, MASS. Lucille Footwear Co. ..........++55:. 581 
BAM EMER GO. cvcscccccccacscecne 649-651 
pike - : Lumbard Watson Co. ............ 965-967 
. ae att Sse tse ee Bee TO, FR. ccc cccccccccss 582-584 
John P. y way > nae dak Cet aee oes 
Bos: ‘air Frederick-Spier Footwear, Inc. ...... 577. Manning-Gibbs oe Company ...-.. 90” 
ton Shoe Fair Exhibitors = Freeiiender Shoe Gon 2222: 528 The L. V. Marks & Sons Co. ..... 784-786 
[Continued from page 59] Freeport Shoe Mfg. Co. .............. 640 Martin-Tichelis Shoe Co. ......... 700-702 
E ‘ John A. Frye Shoe Co. .............. 874 Marylyn Sandal Co. ..........--. -++ 588 
whiditor Room No. Gaffney Suikis Shoe Co. ............. 662 Masterbilt Shoemakers ...........--- 446 
Empire Shoe Co., Inc. ............-- 744 Gale Shoe Mfg. Co. .......... 563-564- 566 Maybury Shoe Co. ......-----+++++++ 888 
Empire Specialty Footwear Co. ... 411-413 T. W. Gardiner Co. .............. 848 Mamwell Ghoe Co. .....2.ecscccces os 791 
Enna Jettick Shoes, Inc. ........... W618 The Gardiner Shoe Co. .......... Ht +4 Mayer-Herman Company .......- 657-679 
Essex Rubber Company ........... Tee | SE FR ho c¥ usc caccecietes +4 Mayville Shoe Corporation ......-... 370 
Farmington Shoe Mfg. Co. .......... SA9 Géswer Giese Ce. Ems. 22.2.6 i veveces The Charles Meis Shoe Mfg. Co.... 522-526 
Fashion-Bilt Shoe Company ......... 661 Gertrude Shoe Co. ............. 1066- 1088 Melrose Slipper Co., Inc. ......... 879-881 
Federal Shoe Company .......... 506-508 The Gill Publications ......... Mezzanine Merry Shoe Co. ...........--0+5: $26-828 
Fein & Glass, Inc. ........... W607-W609 Gil-Ash Shoe Co. ...............005. 876 Frank C. Meyer Co., Inc. ........ 57-759 
Werrts Gee MES. Co. 2... 2. ccccssces 624 KE. J. Givren Shoe SY See 418 Midwest Chicago Co. .........-..++. 
Arthur Fisher Shoe Co. ............. 409 8. Goldberg & Co., Inc. .............. $53 Milford Shoe Co. ...........--+++e:: 414 
Fisher Shoe Company ........... 810-812 Goldberg Bros. .................. 882-884 Miller, Hess & Co., Inc. .......-. 682-684 
Nathaniel Fisher & Co............... 578 Golden Quality Shoe Co. ............. 436 Milton Shoes, Inc. .............-. 712-713 
WG, occ ccc sccsboowce 514 Goodwill Shoe Company ............. 558 =P. W. Minor & Son, Inc. ..........-.. 419 
i eh taveyiicces deehes 848-850 Good Will Slipper, Inc. .............. 669 Mitchell Shoe Co. ........cccecceees 865 
Es Te oc cwbusccctesaevese 643 Gotham Shoe Mfg. Co., Inc. ...... 654-656 Monarch Shoe Company .......... .. 804 
Five Star Shoe Co., Inc. ............ . me & ~L Sree aererniees 772 Municipal Shoe Co., Inc. ........ 653-655 
Fleisher Shoe Co. ............... 648-650 Great Deal Shoe Co., Inc. ........... 893 Muskin Shoe Co. .........+++.++. 766-768 
The John Foote Shoe Co. ........... 449 Great Eastern Shoe Company ....... 406 D. Myers & Sons, Inc. ........... 763-764 
perms. Slipper — oe RE ee W802 Great Northern Shoe Co. ........ 441-442 Myrna Shoe Co. ............ W819-W820 
, Wemeer Gee Co. «6... cess ccccce 885 Great Western Shoe Co. ............. 403 McGrail Shoe Co. ...........-+++e05- 891 
tte eeeeees ‘ i i Sn 60 ove 5a ho 6 b'es ©-s6b-6.000 Narragansett Shoe Co. ........+--+55 8 
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* HANNAHSONS ° 





toa n 
IN STOCK 





B-2435 White Kid 
$2.10 
B-5035 White Linen 
$1.90 
B-7797 White Satin 
$2.00 


12/8 Flat Heel 
AA and B Widths 


Invite you to see our complete line 
ON DISPLAY AT THE 


BOSTON SHOE FAIR Soke 
June . . 5-6-7-8. Rooms 568 and 573 
WRITE TODAY FOR OUR CATALOGUE 


> H ANNAHSON ° 


HAVERHILL, MASS. 














Exhibitor 

Nashua Slipper Company . 

National Shoe & Leather Co., Inc.,.. 
National Shoe Mfg. Co., Inc. ..... 630-632 
National Shoe Corp. i 
New Eng. Shoe & Lea. Assn. .. 
Natur New England Slipper Co. 
Edward Newhall Slipper Co. 758 
Newmarket Shoe Co. 963-966-968 
Newmarket Novelty Shoe Co. 5 
Normany Slipper Corp. 
Norway Shoe Company 
Novelty Shoe Co. 
Novelty Slipper Co., Inc. 
Old Colony Shoe Co. 
Orange Shoe Mfg. Co. 
Owens Shoe Co. 
Pacific Slipper Co. 
M. A. Packard Co. 
Panther-Panco Rubber Co. 
Paragon Slipper Co. 
Paramount Slipper Co., Inc. 
Simon Pearl, Inc. 
Peerless Shoe Corp. 
Frank H. Pfeiffer Co. 
Philco Shoe Corporation 
Phillips Shoe Mfg. Co. 
Phoenix Slippers, Inc. 
Phyllis Shoe Co. 
Cc. S. Pierce Company §21 
John Pilling Shoe Co. ............ 722-724 
Pilot Shoe Co. 
Plaut-Butler Co. 
Plymouth Rub 
Porter Shoe Co. 
Prime Shoe Co., Inc. 
Principal Shoe Company, Inc. 
Progress Shoe Company 
Prospect Shoe Corporation 
Prudential Shoe Mfg. Co., Inc. 
Publix Shoe Co. 
Putterman Footwear Corp. 
Ramsey’s “They Cannot Rip” 
Raymond Shoe Company 
Renee Footwear, Inc. 
Respro, Inc. 
nag Re Sr wenn 

est t Slipper Co.. Inc. 
H. O. Rondeau Shoe Co. .... 
Rosenberg Bros. Slipper Co., Inc 
Roth Shoe Mfg. Co. 
Royal Shoe Co., Inc. 
Rubin Bros. Footwear 
Ruth Shoe Co. 


M. J. Saks Shoe Corp. 
Salem Shoe Mfg. Co 
L. Salenfriend & Co 
A. Sandier Co. 
Sarota Shoe Co. 
Scholnick Shoe Co. 
The Servus Rubber Company 
Shelby Shoe Co. 
Sherman Bros. Mfg. Co. 
Shoe Form Co., Inc. ... 421 and mezzanine 
Shoe & Leather Mercantile Agency 541 
Shoe & Leather Reporter 
M. Sibulkin Shoe Co., Inc 
William Skinner & Sons 
James P. Smith 
Somerset Shoe Co. (Levi-Weiss 
Co.) 
Somersworth Shoe Co. 
South Berwick Shoe Co. 
Specialty Shoe Mfg. Co. 
Standard Footwear, Inc. 
Stedfast Rubber Co. 
Sterling Shoe Co 
Stetson-Abbott 
Sales Co.) 


Stewart & Potter Co. 

H. C. Stillman Shoe Co. 

Stone-Tarlow Co. 

Stratton Shoe Co. 

Sulkis Shoe Co. 

The P. Sullivan Shoe Co. 

Sun Shoe Mfg. Co. ...... 

Superfine Slipper Co., Inc 

Supreme Shoe Mfg. Co., Inc 

Swartz Shoe Co. ; 

Tolman Print 

Tower Shoe Mfg. Co , 

Triple Novelty Footwear Co 

Truitt Bros., Inc. 

Unique Shoe Co. 

United Last Company 

United Shoe Mach'y Corp., 
W714, W716, 

United States Rubber Co. 

Universal Shoe Co. 

Universal Shoe Mfg. Co 

Venus Shoe Mfg. Co. 

Victor Bros. 


[63] 


848-850 
900-902 


weTTTiT 835 
Wws0o09-Ws8il 
645 


848-850 


/718-Parlor B 
512 

601-603 

642 


W1116-W1118 





rath San 


+ BURLY BROGUES 


with JUMBO EDGES and 
BROAD EXTENSIONS 


as f-Le-x-i-b-Le as a leisure shoe 


/ 


and TIGHT 


with the famous 


ox 4 


ing by your 
representative. 


MARLBORO, MASS. 


Circular illustrating six stock styles 
in actual color sent on request. 





CURTIS SHOE CO. 


LONG WEAR 
WEATHER-PROOFED BOTTOMS 
WELT SEAMS — 
a brutish masculine BROGUE 
CORDWAINER 
styling ... 6 styles IN-STOCK 


On Display 
ROOM 408 - HOTEL STATLER 


ask for immediate show- 
CURTIS 
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Dok Danis 
Anti-Friction Shoe 


“ADJUSTABLE BY LACING” 

































































Friction is caused by two surfaces rubbing against 
each other. In ordinary friction is caused by 





Ln a de ders and Goes Ot ante a 
of the shoe. 











The Patented Anti-Friction Tape is built into 
the shoe, goes around the foot, and is securely 
fastened to the upper at the eyelet row. 


























Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


A MERCHANDISING FEAT IN 
FEATURE SHOE MERCHANDISING 


The Dr. Geo. R. Davis Shoe is an outstanding example 
of modern shoe merchandising. 


An ingenious comfort-giving construction feature that 
lends itself to effective sales dramatization, plus a 
quality made shoe backed by aggressive advertising 
co-operation,—answers every sales requirement. 


HOMPSON BROS. SHOE 
FINE SHOEMAKERS 
BROCKTON 
CAMPELLO, MASS. 





























Exhibitor Room No. 
POS ot SS Sr Oe na At the Parker House 
Vinecoun Shoe Co., Inc. ............ 520 Exhibitor Room No. 
SOS, on cade ccceceevse 739 Air-O-Pedic Shoe Co. ............ 528-530 
Wall-Streeter Shoe Co. ............. 404 American Huarache Co., Inc. ........ 512 
Washington Shoe Co. ............... 627 pt all xs ~4 3 Fetes e eee enees a 
Waynesboro Shoe Co. ............... 592 gh age OE a 
The Wear Ever Slipper Corp. ........ 887 Ault- Williamson Shoe Co. ... 638-640-642 
Bancroft-Walker Co. .:.............. 562 
Webster Shoe Corp. ............. 610-612 Bates Shoe Co. ................. 408-410 
Weekly Bulletin ............. Mezzanine Bellaire Shoe Co. ............... 332-334 
Well-Worth. Slipper Co., Inc. ...... W710 Blum Shoe Mfg. Co. ............ 432-434 
A. Werman & Sons ............. 542-544 —_ | Fair Headquarters .... st) 
Wheaton Shoe Co. .................- 562 CRUST ETO. «2 +--+ + +s - Oot a abhadtiaiers- 42 
Wiley-Bickford-Sweet Corp. ..... Tie let ony ty A meee 
Winchell Shoe Mfg. Co. ......... 443-444 St (nome fe ing _ 
Colt-Cromwell Co., Inc. ......... 409-411 
I ch 4 51d we ae'a ower ss 00,44 oo ee A. 8 SOAP 470 
A. N. Wolf Shoe Co. ........ 682-684-680 Craddock- tag? A A heda6o ge ct saswees 448 
Women’s Wear Daily ........ Mezzanine G. P. Crafts Co. .........+-.+-0s+05- 302 
Wood & Smith Shoe Co. .......... ws0s — Stenhens & 5 -y veeeeees ace-3 
The Sam B. Wolf Sons Co. ......... 6. 2 ee ee we atthe 
Woodard & Wright Last Co. ........ a OE See OEE Oe, cn.nes 
Wolff-Tober Shoe Mfg. Co. ........... Soe. mene SEO “CIEL Sk. . Suds cee ede ceee 238 
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Walker T. Dickinson Co. ........... 564 
SE WE FG, 6 occ c west eedecas 466 
CT MN on 65 nous sic Sones ot 644 
ee eae 548 
Edgewood Shoe Factories ........ 422-402 
-%  ~f 4 SER PPR 370 
Empire Specialty Footwear... .212-214-438 
™ @ "2 -Y SP eerross 218-220 
The John Foote Shoe Co. ........... 106 
ESS 540 
Wilbur K. Foster Slipper Co. ....... 662 
Florsheim Shoe Co. ............. 460-462 
oC Me CO cancccecouceen 270 
I oe ees ds oe ane 368 
A. Freedman & Sons ............ 328-330 
Freeman Shoe Corp. ............ 428-430 
Gerberich-Payne Co. ............ 532-534 
A oe ain, anes heen eo 264 
Gordon Reuben Shoe Co., Inc. .. 572-574 
Se  M.-o6 ds wes oak 606d een 320 
Green Shoe Mfg. Co. ....... -.++ 626-628 
, - ones 6 6ed ae bees 262 
ee 658 
i 2 nee 6e-cs osekdeceqat 612 
PU  —E ar 412-414 
Huth & James Shoe Co. ........... 318 
Dt a Ee, scietwocaecateede 566 
PS 502 
Jarman Shoe Co. ........ Secevenes 324 
Jefferson Shoe Co. ......... «+. 472-474 
NE r 342 
Johason Stephens & Shinkle ...... 362-364 
ORE SE TE, cn ccccccccesesese 366 
Keith, Keith & McCain ......... 228-230 
i EM: a. ese ses cece e 8 a . 248-250 
i Ce Mi scoedsccovecesessces 316 
Krippendorf Ditman Co. ............ 260 
i Pe Th cascade cccocececsses 304 
The Chas. Meis Shoe Mfg. Co. ... 614-616 
DCE ccescesceseesa 504-506 
Se Ge Meee GOR. nc ccccces ee 360 
Metro-Craft Shoe Co. .............5.+:. 222 
Metropolitan Shoemakers ............ 522 
Middletown Footwear, Inc. .......... 508 
Milius Shoe Co. ........ .... 836-338-350 
i i hacen sees st neneet ss 468 
Moulton Bartley, Inc. ..............:. 560 
SO ascaccscceceoses 450 
Nature Footwear Corp. ......... 504-506 
Natural Bridge Shosmahare teen aces 570 
New Eng. Shoe & Lea. Assn. ...... 211 
Nunn-Bush Shoe Co. ............ 550-548 
Pi Chichen ed bee cen ep eeeehes 536-538 
Pied Piper Shoes ......... coseee 434-436 
Queen Quality Shoes ...... scedeunw ae 
Rasmussen Shoe Co. ...........-++4+5 648 
Reuben Gordon Shoe Co. ......... 572-574 
Rice-O’Neill Shoe Co. ............ 224-226 
Louis H. Salvage Shoe Co. ..... 1468-1470 
PUES GO, co cccccscrsvceeee 322 


Selby Shoe Co., 
440-650-652-654-656-666-668-670 
Simplex Shoe Company ............. 568 
Ch Ee MT GE, dowdweccccceccoceses 442 
EG Oe T719 
The G. Edwin Smith Shoe Co., 606-608-610 


Stix and Wolf, Imc. ........-.-. 436 
ORD GOR, coccccccscecccocces 636 
BB. BE. Taylor Corp. .cccccccsccces 418-420 
Tred-Step Div., Diamond Shoe Co. ... = 





Tweedy Footwear Corp 

Unity Shoemakers Garp. 
Virginia PE GE aaneccdccccccevess 
Vitality Shoe ........... 
Walk-In Shoe Co. ...... 
E. T. Wright & Company . 
J. & BZullek &@ Co. ....cseees 


Novel Exhibit at Boston Show 


Boston, Mass.—An unusual educa- 
tional exhibit designed to show the rela- 
tionship between the natural elasticity 
of leather and the fit of the shoe made 
of that leather will be a feature of the 
Boston Shoe Fair, to be held here June 
5, 6, 7 and 8. It is the work of A. L. 
McMaster, well-known cutting room ex- 
pert of the Krippendorf Kalculator 
Company, and will be set up in the 
library on the mezzanine floor of the 
Hotel Statler. 

The exhibit, consisting of 15 charts. 
using actual skins, will show the rela- 
tive stretch in skins, the direction of 
the greatest elasticity and the extent 
to which leather can be stretched in 
both directions. The charts will show, 
also, the desirable portions of the skin 
and the proper placing of the patterns 
in order to get the most desirable re- 
sults. 
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VALUE NEWS! 
No. 8096—White elk 
vamp and Tan Saddle 
Quarter. Large white 
eyelets, 21 iron heavy 
red rubber sole. AAA sepoo 
to C. 





* 


Who, but “AMERICA’S SADDLE 


Saddle Oxfords. 


model, every size is in stock for immediate delivery. 


To retail at #3 to 86.50 


SANDLER CO. 


A. 


200 ESSEX STREET, 
New York Office, 47. W. 34th St. (Marbridge Building) 


OXFORD HOUSE” can offer you 


44 : 


SADDLE OXFORD STYLES 
In Stock 


4. Sandler Co. brings you the complete story in 
Every new and wanted style, every 


BOSTON, MASS. 





* 





Shoe Concern to Move 
To Larger Quarters 


Derry, N. H.—The Klev-Bros. Shoe 
Company, formed here a year ago and 
which has since steadily increased its 
output, has taken over the lease of the 
former Emerson factory on Elm Street, 
it is announced by the Derry Board of 
Selectmen, and will move from its pres- 
ent quarters on Maple Street. 

The Klev-Bros. firm took over the 
lease signed by the Rosebud Shoe Cor- 
poration last December, with the pass- 
ing out of existence of the latter com- 
pany. The lease is for a five-year pe- 
riod dating from Jan. 1, 1939. 

Removal to the new building, a three- 
store wooden structure containing ap- 
proximately 30,000 square feet of floor 
space, will allow planned expansion of 
operations, according to an official of 
the Klev-Bros. company. Present ca- 
pacity is between 75 and 85 cases of 





shoes daily, with a maximum of 125 
cases looked for within a reasonable 
time after transfer of operations to 
the new factory. 


Leo Folan Represents 
Stetson Shoe Co. 


New YorkK—Leo M. Folan, well- 
known shoe representative and for- 
merly with Colt-Cromwell, Inc., has 
joined the sales staff of the Stetson 
Shoe Company, Inc., South Weymouth, 
Mass. 

Mr. Folan will be in charge of the 
New York office of the company at 289 
Madison Avenue, where a complete line 
of men’s and women’s shoes, including 
the M. N. Arnold, Bannister and Stet- 
son lines will be on display. Mr. Folan 
will also cover Philadelphia, Baltimore, 
Washington and into Virginia with the 
three above-mentioned men’s lines. 





YOU CAN BUILD 


Plans Expansion Program 


AMESBURY, MaAss.—An_ expansion 
program, which involves the acquisi- 
tion of 10,000 additional feet of floor 
space, a $50,000 annual payroll in- 
crease and stepping up the production 
schedule to 125 cases of shoes daily, is 
announced by Louis Brenner, general 
manager of the Louis Shoe Company. 

The concern will soon begin install- 
ing machinery in its second plant, the 
former Plant No. 1 of the Biddle & 
Smart Company, on Water Street. 


Hocking Buys Economy Store 


Detroit, Micu.—Economy Shoe 
Store, located on Lasher Road, has been 
purchased by Richard H. Hocking, op- 
erator of several shoe stores in this 
district. The new store will continue 
to operate under the name of Economy 
Shoe Store. William Ratz, associated 
with the former owner, will remain as 
manager. 


a steady, profitable juvenile 


business on 


NATURE FOOTWEAR VALUES 


Here is a complete line of staple welt patterns for 
growing girls, misses, children and infants, meet- 
ing every need of a year-round retail business. 
Nature Footwear features a satisfying, uniform 
quality that makes steady, repeat customers. . . 
prices that meet the average pocketbook . . . 
stock service that keeps your turnover right. 
Don’t fail to see this profitable line at 


ROOMS 509-511, PARKER HOUSE 


June 5, 6, 7, 8 


NATURE FOOTWEAR CORP. 


BREWER, MAINE 
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GOLE 
SHOE 


Reg. U. 8. Pat. Off. 
Applied For. 


No. 1152 
White Buck 
and Tan 
Grain in 
Stock. 


Winner Mass. Open 
1936-7-8 — Runner up 
Pp. G. A. Championship 
1937 — Winner Miami 
Open 1938 — Winner 
Houston Open 1938 
2nd in Los Angeles 
Open 1939 — 3rd, in 
New Orleans Open 1939 
— Established world's 
record 59%, in 1939 — 
San Antonio, Texas. 
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M.A.S.R.A. Sets Dates for Annual Convention 





26th Annual Meeting of Middle Atlantic Shoe Retailers Asso- 
ciation to Be Held in Philadelphia, January 21-23, 1940 


PHILADELPHIA, Pa.—The first meet- 
ing of the M.A.S.R.A. Convention Man- 
agement Committee for the fiscal year 
of 1939-1940 met in Philadelphia re- 
cently with John Storch, Newark, N. J., 
M.A.S.R.A. president and chairman of 
the committee, presiding. The commit- 
tee selected Philadelphia for the Twen- 
ty-sixth Annual Shoe Show to be held 
January 21, 22, 23 at the Benjamin 
Franklin Hotel. This will be the third 
annual show to be held at this hotel. 
The committee unanimously agreed that 
Philadelphia, from a geographical point 
of view, is the ideal convention city in 
their territory. 

The efficiency and hospitality evi- 
denced by the management of the 
Benjamin Franklin Hotel at previous 
shows and the absence of complaints 
from exhibitors and conventionaires, in- 
fluenced the committee in its selection. 
Three hundred sample rooms have been 
reserved for the show. 

The official opening of the show will 
be Sunday morning, January 21. There 
will be only one business session, to be 
held at noon, Monday, the time allotted 
for the meeting not to exceed two 
hours—including the luncheon. The 
program will be limited to not more 
than two speakers. 

These events enjoy an enviable record 
for annual increases in exhibitor at- 
tendance. At the Baltimore show this 
year, five and a half floors were re- 
quired to house the exhibitors, while 
five years ago at the same hotel, three 
and a half floors took care of all ex- 
hibitors. 

The M.A.S.R.A. officers, in the selec- 
tion of members for the Management 
Committee, gave careful consideration 


to have adequate representation for the 
entire shoe and leather industry. 

The M.A.S.R.A. Convention Manage- 
ment Committee is as follows: Repre- 
senting the manufacturers: I. Frank 
Oberfield, Philadelphia, Pa., Knipe 
Bros.; W. J. Liggett, Philadelphia, Pa., 
J. Edwards; T. H. Ambrey, Reading, 
Pa., Curtis-Stephens-Embrey; E. L. 
Whitney, Philadelphia, Pa., Florsheim 
Shoe Co. Representing the wholesalers: 
Elken Myers, Baltimore, Md., D. Myer 
& Son; Murray Saks, New York, N. Y., 
M. J. Saks Company; Dave Hunn, 
Philadelphia, Pa., Hunn Shoe Co.; Jer- 
ome Lutsky, Philadelphia, Pa., Vanity 
Shoe Co.; Edward A. Gould, Boston, 
Mass., S. L. Goldstein, Inc. 

Representing the retailers: John 
Storch, Newark, N. J., M.A.S.R.A. pres- 
ident and chairman of committee; Louis 
Bendheim, Wilmington, Del.; Harvey 
Farr, Allentown, Pa.; Gordon Evans, 
Scranton, Pa.; I. C. Smashey, Bridge- 
ton, N. J.; Robert Hemhauser, Irving- 
ton, N. J.; George M. Garman, Philadel- 
phia, Pa.; Roy Walter, Wilkes-Barre, 
Pa.; G. H. Hagedorn, Baltimore, Md.; 
T. D. Belfield, Philadelphia, Pa. 

Cal J. Mensch, secretary and manag- 
ing director of the show, states that 
from the enthusiasm evidenced at the 
committee meeting, he is confident that 
the coming show will be the greatest 
success of any shoe show ever held in 
the M.A.S.R.A. territory. 





Four Floors Reserved 
For Iowa Convention 


Des Moines, Iowa—Four floors of 
the Hotel Fort Des Moines have been 


reserved to accommodate exhibitors at 
the Iowa Shoe Fair, to be held here on 
June 11, 12 and 13 under the auspices 
of the Iowa Shoe Travelers’ Associa- 
tion, in cooperation with the newly- 
organized Iowa Shoe Retailers’ Asso- 
ciation and the Convention Bureau of 
the Des Moines Chamber of Commerce. 

An elaborate banquet has _ been 
planned for the second evening of the 
show, June 12, with retailers and their 
wives as guests, at which Arthur Bray- 
ton, secretary of the Chamber of Com- 
merce, will act as toastmaster and a 
floor show will be put on under the 
direction of “Dutch” Schmidt. 

Chairman of the committee arrang- 
ing for this fair is J. E. William Pres- 
cott. Associated with him are Carl P 
Ortlund and E. N. Osher. 

The final meeting of the association 
prior to the show will be held June 3, 
at 12:00 noon, in the Hotel Fort Des 
Moines. 


Retail Business Gains 
In Milwaukee 


MILWAUKEE, Wis.—Retail business 
in Milwaukee in April continued to 
show improvement over the preceding 
month as well as over the same month 
last year. Among retail lines which 
showed more or ‘less seasonal gains 
from March were shoes. 

Inquiries received from Milwaukee 
stores by the credit bureau of the 
Milwaukee Association of Commerce 
totaled 13,689 last month, which was 
11.6 per cent ahead of March and 12.2 
per cent above the same 1938 period. 

Milwaukee factory employment, con- 
sidered an important index of retail 
conditions, was more than 1% per cent 
ahead of March, although off slightly 
from April of last year, according to 
figures released by the local employ- 
ment office. 
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Named Entroth Shoe Buyer 


New Haven, ConN.—Morris Horen 
has been recently appointed buyer of 
the shoe department owned by the En- 
troth Shoe Company at the Sharten- 
burg Department Store, this city. 

Mr. Horen has had more than twenty 
years of experience in the retail shoe 
trade which well qualifies him for his 
aew position. He started his shoe ex- 
perience with the Rosenbush Company 
as manager of several of their depart- 
ments. After eight years with that 
firm, Mr. Horen went into business for 
himself at Richwood, W. Va. During the 
past nine years, he was connected with 
the A. S. Beck Shoe Corp., as manager 
of one of their stores for five years and 
later he joined the Kitty Kelly Shoe 
Corp., managing stores in New York 
and Philadelphia during the past four 
years. 


N.LS.A. Convention 
Dates Changed 


WasuHinecTon, D. C.—Acting in the 
interests of exhibitors at the 1939 Mer- 
chandise Exposition of the National 
Industrial Stores Association, the Ex- 
ecutive Committee announced on May 
15 a change in the dates of the Annual 
Convention and Merchandise Exposi- 
tion from July 24-25-26 to September 
25-26-27. The convention is being held 
at the Lord Baltimore Hotel, Baltimore, 
Md. 

The recent shutdown in the coal in- 
dustry is responsible for the change of 
dates of the Annual Convention and 
Merchandise Exposition, according to 
Hull Bronson, executive secretary. Since 
the majority of the member stores of 
the National Industrial Stores Associa- 
tion are affiliated with or operated by 
parent companies in the coal industry, 
attendance at the NISA Convention as 
originally scheduled for July might 
have been considerably off. However, 
all operators, buyers and managers of 
Industrial Stores will be in position to 


attend the NISA Convention in Balti- 
more, September 25-26-27, according to 
Mr. Bronson. 


Makes New Line 
Of Beach Novelties 


Boston, Mass.—A new line of beach 
and play shoe novelties is being made 
by the Palm Beach Shoe Company, a 
newly-organized subsidiary of A. Sand- 
ler and Company, with Henry B. Ax- 


man as general manager. This com- 
pany is featuring at the present time 
wood-sole Bandana Beach Sandals, the 
patented design of Mr. Axman. These 
are made in a variety of high-color 
materials with both natural and lac- 
quer soles and come in an unique pack- 
age which also contains a head bandana 
to match the sandals. The almost in- 
stant popularity of this patented san- 
dal is indicated by the fact that in 
less than one month nation-wide dis- 
tribution has been achieved. 


Celebrates 83rd Anniversary 


EVANSVILLE, IND.—George Andreae, 
Evansville’s oldest retail shoe mer- 
chant, has just celebrated his 83rd an- 
niversary. He is in good health and 
active. The Andreae store is located at 
506 Main Street and is one of the oldest 
business establishments in the city. 

Mr. Andreae recalled on his birth- 
day that he is now selling shoes to the 
fourth generation of many Evansville 
families. He has been in business on 
Main Street for 54 years. 

Mr. Andreae came to Evansville by 
steamboat 81 years ago with his 
parents, Andreas and Catherine An- 
dreae, from Cincinnati. His father was 
a shoemaker, and by the time the son 
was 13 years old, he was an apprentice 
in the shop. 

Mr. Andreae entered the shoe manu- 
facturing business in 1882 at 206 Main 
Street. His partners in the Evansville 
Shoe Factory were Walter Munsen and 
Dr. H. B. Halbrooks, both deceased, 
and Charles Mann. After 10 years the 
factory was moved to 511 Main Street, 
where shoes, made in the rear of the 
building, were sold to the retail trade 
in front. This arrangement continued 
for 8 years, when the manufacturing 
business was discontinued. 

Clarence and George Andreae have 
been in the retail shoe business with 
their father, George Andreae, for about 
30 years. Mr. Andreae, in spite of his 
age, is at the store every day in the 
year. He proudly boasts that he ar- 
rives at the store every morning at 
8.30 o’clock and locks it up at 5.30 
o’clock. 


Phelan with Holland-Racine 


Cuicaco, Itt.—Martin Phelan, for- 
merly with Jarman Shoe Co., is now 
traveling for the Holland-Racine Shoe 
Co., and will show the firm’s new 
McCoy line in the Chicago territory. 




















DURABILITY 








Expert inspection of the raw calfskins is the first step in our tanning process. Beautiful, 
long-wearing Rosebay Willow Calf can be produced only from carefully selected stock. 
Here we see Foreman Blackadar, one of our experienced inspectors, examining every 
inch of a representative lot of selected calfskins just arrived at our tannery. He inspects 
the condition of the skins, determines the care with which the skins have been taken 


off the calf, and grades the skins according to the results that will be obtained in the 
finished leather. By exercising this meticulous care, our tannery ascertains the best 
sources of supply, and secures the choicest of high-quality, sound skins, which are the 
first essentials in producing beautiful, durable Rosebay Willow Calf. 


AMERICAN HIDE AND LEATHER COMPANY 
_ Lotion 
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RELETHA 
SOCK LININGS 


make shoes look like 
better values / 


Its smooth, durable, leather- 
like surface .. . color- 
matched to current upper 
leathers . . . is an asset to 
any shoe. Not only makes 
them look better . . . but 
really makes them better 
... for RELETHA is a 
quality material that has 
durability and satisfaction 
all the way through. Ask 
your manufacturer . . . or 
write us today. 


FALL & WINTER 
STYLES 


at the Boston Show 


remember to say 


*Dse 
RELETHA 
Sock Linings’”’ 


They are the best. 


PROSPECT MILLS CORP. 
15 Chestnut St., 
CAMBRIDGE, MASS. 


Rpt ea aA 


LEATHER 
PADS 


SUBSTITUTE FOR 
LININGS and HEEL 


QUALITY 
SOCK 








Talks to Be Broadcast from Midwest Show 


incinnati, Ohio—The Publicity Committee of the Midwest Shoe Fair has ar- 
broadcasts during the three-day program. One of 
present short talks by various officers of the group, 
chairman of the Fair, and E. C. Horn, president of 
Another broadcast will 


Shoe Retailers Asso.:iation. be made at the 
luncheon and this will include the talk by Herbert Lape, Sr., 
& Kokenge Company, as well as the welcoming address 

f Cincinnati 


Members of the Publicity Committee shown above are, seated, left to right: Ira M. 
age Ao Mrs. A. M. Sandke and Julian Marks. Standing, left to right: 
James Heldman, E. C. Horn, Herman Harrison and Henry Momper. 


Selby Orders for Season 
Exceed Million Pairs 


PorTSMOUTH, OHIO—The Selby Shoe 
Company recently addressed a letter to 
its retail customers, over the signature 
of N. B. Griffin, vice-president and gen- 
eral manager, thanking them individu- 
ally and collectively for the orders 
which totaled in excess of a million 
pairs for the six months season ending 
April 29. 

“Only once before—twelve years ago 
in the Fall of 1927—have we ever 
reached this million pair figure for one 
season,” wrote Mr. Griffin. “Again, 
many thanks.” 

“Now what for Fall?” the letter went 
on to say. “Being vitally interested 
not only in the manufacturing but also 
the retailing of women’s shoes, we have 
made some considerable survey of the 
available opinions of economists and 
analysts. Without an exception all of 
these erudite gentlemen state their be- 
lief that business will move sideways 
or slow up a bit for thirty to sixty days 
and then in the late Summer or early 
Fall show some little improvement. 

“As to war, they are also rather 
definite, no one expecting it very soon 
unless some untoward incident precipi- 
tates hostilities. 

“So it would appear that we can look 
forward to as good or better business 
this Fall as we have enjoyed this Spring 
and probably some little better than 
last Fall. 

“At a conference of our sales execu- 
tives a few days ago the question was 
raised as to the relative amounts of 
shoes sold in Spring and Fall seasons. 
No one was sure, but we were inclined 
to think that Spring seasons were 
larger on the average. 

“Reference to our records proved a 
surprise because in the last twenty-two 
years, fifteen Fall seasons have ex- 
ceeded their corresponding Springs. 
And in the past ten years, eight Fall 
seasons have been larger than their 
associated Spring runs. 

“However, one thing about Fall sea- 
sons is definite. The manufacturing 
season is short. In the Spring white 
shoes can be made the latter part of 
the season, but in the Fall, merchants 
do not want a great many shoes de- 
livered after the middle of September, 
forcing the manufacturer to increase 
his production during the Summer 
months to produce the necessary shoes. 

“So may we suggest that the current 
newspaper comment not be given too 
much weight in formulating your Fal! 
plans and that for the sake of having 
shoes in plenty of time to get your 
share of the business, that you plac« 
your orders promptly.” 


Newspapers Cooperate to 
Promote Shoe Consciousness 


Detroit, MicH.—The new Shoe Fash 
ion Committee recently appointed by th: 
Detroit Retail Shoe Dealers Associatior 
met recently with the Fashion Editor 
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of the three local newspapers to discuss 
details of a program designed to pro- 
mote shoe consciousness for Fall among 
Detroit women. 

The program calls for the cooperation 
of the leading shoe stores in the pro- 
motion of Fall shoes at the one time, 
the date for such showing to be decided 
upon later probably in August. Each 
of the three papers will on the Sunday 
designated, devote the full fashion page 
of its paper to Fall shoe fashions and 
news. At the same time the stores will 
feature Fall merchandise through ad- 
vertising and displays. 

Leo Masters, of B. Seigel & Co., has 
been appointed chairman of the Shoe 
Fashion Committee, with assistants, 
Guy Dixon, N. Harris and G. DeHaan, 
of The J. J. Hudson Co.; Adolph Goetz, 
Russek’s; Glen Buell and William 
Adams of R. H. Fyfe Co.; William 
Brown, of Himelhoch’s, and Dave Liebo- 
witz, of David’s. 

The Fashion Editors who will co- 
operate in the campaign are Joan 
Dean, Detroit Times; Jeanette McCall, 
Detroit Free Press, and Mary Morris. 
The Detroit News. 


More Color for Men 


Cuicaco, ILu.—Proof that men like 
color and novelty in their footwear, just 
as do the women, is being demonstrated 
by the overwhelming success of colored 
huaraches at O’Connor & Goldberg, 
Harry Silver, men’s shoe buyer, re- 
ports. The firm has had excellent re- 
sponse to the handwoven Mexicana 
leather oxfords for men, which are of- 
fered in green and white, red and white, 
blue and white, gray and green, beige 
and natural, and in the more conserva- 
tive brown combinations. 


Drew Salesmen Hold Meeting 


PORTSMOUTH, OHIO — Salesmen for 
the Irving Drew Company held an en- 
thusiastic meeting on Friday and Sat- 
urday, May 5 and 6. The new line of 
Fall samples was presented, featuring 
tailored types of smartly styled shoes 
on lasts specially designed for fit and 
foot freedom. It was stated that suede 
leathers would probably constitute 40 
per cent of the samples, and that kid 
would account for 50 per cent, other 
leathers making up the balance. Cus- 
tomers are being urged to place orders 
early, especially on black suede, which 
is expected to be the outstanding 
leather. 

Following is a list of the salesmen 
attending the meeting and their ter- 
ritories: Barney Coens, Middlewest 
territory; N. J. Levy, East Coast ter- 
ritory; S. H. Alderman, East Coast 
territory; E. A. Drew, Pennsylvania 
territory; C. F. Getsinger, Ohio, Mich- 
igan, Indiana, part of Illinois; H. E. 
Griffiths, West Coast territory; Russell 
L. Johnson, Northern Middlewest ter- 
ritory; W. T. Mitchell, Southwesa ter- 
ritory; C. L. Spencer, Southern and 
Southeast Coast territory; Eli B. 
Smith, Southeastern territory. 
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NOW MAKE MORE MONEY 
THIS SIMPLE EASY WAY— 


SELL 


NATIONALLY ADVERTISED 


CANCELLATION 
SHOES 








Al Baris founder Baris Shoe Co. 


Always $250,000 worth of merchandise in stock 


It doesn’t matter one bit whether 

you now run a regular shop or a 

cancellation store. If you sell shoes 

... any kind... you can make 

MORE money .. . EXTRA money 
. with cancellation shoes. 


Let me explain: 


All manufacturers, periodically 
accumulate surplus stocks . . . jobs 

. cancellations. There’s nothing 
wrong with these shoes; they're not 
misfits, damaged or rejected stock. 
They're new, perfect merchandise 
. . » fresh, fashionable, fast-moving. 
But to the manufacturer it would 
be expensive to market such shoes 
the regular way. 


That’s where I come in. I special- 
ize in cancellations, and pay my 
bills promptly. So I get prime se- 
lection . . . the cream of the crop. 

You pay me just $2.75 to $4.00 
for such shoes. And they're not 
ordinary shoes, either. Women to- 
day are gladly spending $8.50 to 
$16.50 for shoes exactly like these 

. nationally advertised, nationally 
known brands . . . stamped with 
the most famous names in America. 

But to your customers, if you run 
a cancellation store, you sell them 
for $4.95 to $6.95. What if you don’t 
run a cancellation store? What if 
vours is a regular shop? 


I'll be there! 


BOSTON 
SHOE FAIR 


Hotel Statler—Room 862 


CINCINNATI 
SHOE FAIR 


Hotel Netherland Plaza—Room 92! 


Here's what! You can take a still 
higher mark-up . . . and even then, 
put prices on ‘em that'll win you 
new customers by the dozen. Just 
ask any retailer who's ever used 
caneellation shoes in special promo- 
tions and “smash” sales! 


My stock includes all leathers, 
fabrics and combinations . . . calf, 
kid, suede, buck, patent leather, re- 
verse calf, gabardine and linen. 


No order is too large, none too 
small. I ship anything and every- 
thing from 36 to 36,000 pairs. San- 
dals, pumps, oxfords . . . open and 
closed toe models . . . all sizes, all 
widths, all colors. 


Get in touch with me today. 


BARIS 
SHOE CO., INC. 


79 Reade Street, New York City 


t Al Baris, Baris Shoe Co., Inc. 
" 79 Reade Street, New York City 


i 


(C Please rush information about 


(C) Please send samples 
References 








WHERE 
BUY 


Ballet Slippers 





BALLET SLIPPERS 
Lasts 








BROOKS SHOE MFG. Co. 
Ph 


swansen and Ritner Ree Bin . 
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Soles and Heels 
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METAL FLEX and LITHOX 
Soles and Heels 
LITHOX Sheet Soling 
NO SPREAD, NO CURL, NO BULGE 


THe LITHOX corp. 
WAPAKONETA, OHIO, U. &. A. 

















Symon’s Adds New 
Department 


Butte, Mont.—Symon’s has just 
added a beautiful new main floor shoe 
department, making two shoe-selling 
sections in this modern store. Both 
departments are leased by the Wilker- 
son Shoe Co. of St. Louis. I. M. Draper 
manages both departments. He was 
formerly of The Virginia Dare Shop. 
Oklahoma City. Miss Agnes Killoy is 
in charge of the children’s shoes, while 
Frank M. Kall, G. M. Oppenheimer and 
Miss Alice Hurley assist Mr. Draper 
in the mezzanine department. 

The newly-added first floor handles 
smart shoes for women and misses, 
while on the mezzanine floor popular- 
priced shoes for the entire family are 
featured. Both departments are ex- 
periencing an excellent reception from 
the store’s patrons. 


Shoe Travelers in New 
Headquarters 


Detroit, Mich. — An exodus from 
Detroit’s famous Shceman’s Row in the 
Griswold Building, is scheduled to take 
place June 1. Charles Williams, of Rob- 
ert Johnson & Rand, Herman Schwartz, 
of Peter Shoe Co.; Herman Meyer, of 
Friedman-Shelby Shoe Co., and Bruce 
Dickman, of the Craddock-Terry Co. are 
leaving the Griswold Building on that 
date and will have their showings at the 
Hotel Statler in the future. 
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Represents Bancroft Walker 
In Middle West 


WALTHAM, Mass.—William J. “Bill” 
Spaide, well-known traveling shoe rep- 
resentative in the mid-western territory, 
has recently joined the sales staff of the 
Bancroft. Walker Company, Waltham, 
manufacturers of women’s smart foot- 
wear. 


WILLIAM J. SPAIDE 


Bill Spaide, as he is known to a host 
of friends in the trade, was for a great 
many years associated with Laird, 
Schober Co., Inc., Philadelphia, Pa., 
representing them in the Middle West. 
He also did special work on large ac- 
counts for the Laird, Schober Company 
all over the country. 

Before going on the road for Laird, 
Schober, Mr. Spaide started in the fac- 
tory where he gained a thorough and 
practical training in shoes that has not 
only benefited him but also many shoe 
retailers with whom he has come in 
contact in his work on the road. 

Mr. Spaide is now in his territory 
and expects soon to contact his many 
friends in his old “stamping ground.” 


April Shoe Production 
Above 1938 


New YorK—The Tanners’ Council 
estimates that shoe production in April 
amounted to 37,500,000 pairs. Although 
a decline of 11.2 per cent from March 
production, the April output represents 
en increase of approximately 12 per 
cent from April, 1938, when production 
reached 33,468,000 pairs. A decline from 
the March level is seasonal during 
April, since the bulk of Spring business 
is completed in the earlier month. In- 
cluding estimated April output, produc- 
tion for the first four months compares 
as follows with the same period in 
several years: 

First four months’ shoe production 
is as follows: 1939, 148,744,000 (pre 
liminary); 1938, $127,048,000; 1937, 
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163,145,000, and 1936, 134,632,000. 

The outlook for May shoe factory 
activity appears to be somewhat better 
than had been anticipated. Based on 
manufacturers’ estimates of their pro- 
duction for the current month, it is be- 
lieved that the industry will turn out 
approximately 35,250,000 pairs. This 
would compare with 30,473,000 pairs in 
May, 1938, and would represent a gain, 
therefore, of 15.7 per cent. 


R. J. Frank Named 
Berland Manager 


Des Moines, Iowa—Robert J. Frank, 
associated with Berlands’ Shoe store, 
here, at 716 Walnut Street, for eight 
years, but who has been with another 
firm the past two, has been appointed 
manager of Berlands’, succeeding F 
R. Gabbert. 

Mr. Frank is a Des Moines boy and 
well acquainted with the city and 


people. 


Skinnell on Trip East 


St. Louis, Mo.—C. J. Skinnell, man- 
ager and buyer for the budget shoe de- 
partment at Bullock’s, Los Angeles, 
who has been on an Eastern buying 
trip, was a recent visitor in the St. 
Louis shoe market. He reports that 
business has been splendid in his de- 
partment, and says he looks forward 
to an active Summer. 
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Improved Factory Gives Glimpse 
of Trend of Tomorrow 


[CONTINUED FROM PAGE 30} 


which is the ground wire, lead off from the transformer 
in the basement and literally girdle the plant, running 
along the baseboard a foot or so above the floor. Op- 
posite each machine and tied in with the circuit, of 
course, are two outlets. Into one outlet goes the ground 
wire and a sufficient number of the other three wires 
to furnish the correct voltage and wattage for the indi- 
vidual motors. Into the other go enough of the wires, 
plus the ground, to operate the spotlights already men- 
tioned—or the overhead lights. Plug in one and the 
motor hums quietly. Plug in the other and the spot- 
lights flash on. 

In speaking of this arrangement one can describe it 
as mobile or flexible—the mobility referring to the 
opportunity afforded to change machines about at will 
without change of belting or pulleys—the flexibility 
referring to the plant as a whole and the interchange- 
ability of the machine elements of which it is composed. 

But lighting and power distribution are not the only 
problems attacked by the younger Mr. Donovan. Trans- 
portation—the moving of shoe parts from one depart- 
ment to another as raw material is assembled into the 
finished shoe—is always something of a problem. 

It is almost universal practice to use racks for this— 
racks en wheels which can be pushed into position. 
But Mr. Donovan has gone one step farther. The wheels 
on the racks are flanged like those on a railroad coach, 
and the racks are run on a two-rail track. This, Mr. 
Donovan points out, is infinitely quieter, the racks are 
easier to push and the tracks are so located that when 
the rack comes to rest beside the machine it is at ex- 
actly the right distance from the operator. He is neither 
cramped for room as he operates his machine nor does 
he have to reach far out from his place to get what he 
wants. 

The ingenuity of Mr. Donovan has not stopped here. 
however. As a boy, in conversation with his father, he 
learned that the success of the shoe depends mainly on 
its tread base. The bottom of the last over which these 
shoes are made and the exact conformance to the shape 
of that bottom by the innersole, filler and outersole is 
highly important. He has, therefore, taken time out 
to evolve a new machine, one which imparts to the con- 
ditioned innersole the exact shape of the last bottom 
before the innersole even approaches that piece of 
wood. In principle this is nothing more than an em- 
bossing machine which, operating under tremendous 
pressure, squeezes the flat innersole into the required 
shape between two metal dies. Innersoles and outer- 
soles, also, are conditioned by water vapor in a special, 
cell-like room in the basement. Racked there, the vapor 

[TURN T@ PAGE 75, PLEASE] 
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Stetson Shop Remodels 


Cuicaco, Int.—Since the Stetson 
Shoe Shop, 144 S. Dearborn, is located 
in one of the numerous loop buildings 
in which the structure of the founda- 
tion will be affected by the new subway, 
plans are now under way for the com- 
plete remodeling of the men’s shoe de- 
partment. The men’s shoe department, 
repair section and offices, all located in 
the basement, will be moved back fur- 
ther into the store to permit construc- 
tion activities for reinforcement of the 
foundation supports of the building. 


Shows European Line 
Of Women’s Shoes 


New YorkK—Réné Van den Berghe 
and Horace S. Lindsay of Van den 
Berghe Fréres, Iseghem, Flanders, ar- 
rived at the Essex House, New York 
City, on May 18, with their Fall 
line of hand-sewn women’s footwear. 
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New “Double-Barrelled” Store Front 


New York—There’s a new “double-barrelled” appeal to the public in the gleam- 
ing 38-foot stretch of modern store front at Tosk’s Walk-Over Shoe Store, 13 W. 
14th Street, this city. 


Recentl 
men’s W. 


in answer to increasing demand, Max sand Henry Tosk added a line of 
alk-Over styles to their original women’s line, 


and leased the store next 


door to accommodate the new business. One of the most impressive and largest 
displays of its kind in the city was formed when the new front was smartly 
matched up to the attractive women’s window. 





W. L. May Named 
Kirby Manager 

SAN FRANCISCO, CALIF.—W. L. May 
has recently been appointed manager 


of the new Kirby Shoe Store at 1055 
Market Street, this city. 


W. L. MAY 


Mr. May was literally born in the 
shoe business, as he first saw the light 
of day in living quarters in the rear of 
his father’s shoe store in Philadelphia. 
There he was brought up in the shoe 
business, receiving first-hand training 
from his father, Albert May, who now 
has three stores in Philadelphia. 

From Philadelphia, Mr. May went 
to Atlantic City, where he was man- 
ager of the A. S. Beck store. About 
ten years ago he came to the Pacific 
Coast, where he was assistant manager 
for Edison Brothers, Los Angeles, and 
later manager for the Brand Shoe Com- 


pany. 


About a year and a half ago he came 
to San Francisco with the Fillmore 
Street Kirby’s store, and this month 
was made manager of Kirby’s large 
Market Street store, which opened 
April 1. 

Mr. May states that during the three- 
day opening celebration, over 1200 gar- 
denias were given to women visitors to 
the store, seven china sets and 300 
men’s wallets to customers, and five 
eases of lollypops, candy and toys to 
children. 


Michigan Travelers Plan 
Annual Picnic 


Detroit, MIicH.—At a recent meeting 
of the Michigan Shoe Travelers Club 
preliminary plans were discussed for 
the Annual Shoe Picnic, which has been 
scheduled for Sunday, July 30, at the 
Detroit Creamery Farm. Clarence Arm- 
bruster of the Michigan Club, and 
Clyde Taylor, of the Detroit Retail Shoe 
Dealers Association, are to act as co- 
chairmen for the event. 


Goldstein with Buek Shoe Co. 


PHILADELPHIA, Pa.—David B. Gold- 
stein has recently joined the sales staff 
of the Buek Shoe Company, Philadel- 
phia, and will represent that firm in 
the western teritory. 

Mr. Goldstein will make his head- 
quarters in San Francisco, Calif. 


70 Years in Same Location 


Detroit, MicH.—Louis Kramer and 
Sons, Detroit pioneer shoe merchants, 
boast 70 years’ continuous business at 
the same location—673 Franklin Street. 
The firm specializes in men’s work 
shoes. Walter Kramer, proprietor, says 
this year’s business thus far shows a 
40 per cent improvement over the last 
two years. 
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Improved Factory Gives Glimpse 
of Trend of Tomorrow 
[CONTINUED FROM PAGE 73] 


jet is turned on under a controlled temperature. 

If this molding of the innersole is a good thing, rea- 
soned Mr. Donovan, then it is equally important to 
have the outersole conform to the bottom of the last for 
exactly the same reason—the provision of a treading 
base which is not only right to begin with but which 
will remain right during the life of the shoe. So he took 
a long look at a method of shoemaking far removed 
from the welt process and soon there appeared in the 
plant a USMC conveyor and jacks of the kind used in 
attaching the soles of cemented shoes. 

When the shoe has reached that stage in its develop- 
ment when no one can think of anything more to do 
with it except attach the sole and put on the finishing 
touches, Wright shoes do not go to the machine used 
in sewing the outersole to the welt. Instead the soles 
are given a coat of cement. With this cement holding 
the outersole firmly in place, the shoe is then put into 
a jack and forced, under hydraulic pressure, to assume 
the shape of the bottom of the last. Then, and then 
only, is the final sole-attaching process completed. 

Looking around the factory one sees that upper 
leather is waxed. Also one notes the presence beneath 
each Singer sewing machine of what looks like a minia- 
ture laundry chute. The two have no connection. They 
merely help to illustrate the point that when one sets 
out to lift the face of a shoe factory, both materials 
and machines are apt to feel the force of the impact. 

Shoes made of waxed leather, for one thing, are said 
to be very consoling to the wearer who finds himself 
with no shine and an important business engagement 
coming up in about ten seconds flat. All he needs to 
do, says Mr. Donovan, is to give his shoes a quick rub 
with a soft cloth and the wax, as they say, “comes out.” 
There’s your shine. 

The laundry chute trick is even better. Waste ac- 
cumulates, as everyone knows, on the tables of the 
Singers, whence it is impatiently brushed to the floor 
by the operators. This does not make for neatness and 
the neatness of any department in any factory in any 
industry can be shown to have its effect on the work of 
the employees. Also it may constitute a fire hazard. 
So down this chute go all scraps and into a neat little 
box which is emptied into larger containers and carted 
away at the end of the day. 

A few other new wrinkles may have been overlooked 
here and there but the general picture is clear—a plant 
in which noise is at a minimum, where eye- and nerve- 
strain has been practically eliminated; and where 
operations have been added rather than subtracted in 
a painfully exacting search for product improvement 
with no waste and no errors. 
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BIG PROFIT ITEM 


Anterior Adjustable Leather 
Arch Support and Heel Corrector 
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Dr. Wood's Adjustable Arch Support is truly adjustable. 
Not only is it adapted for adjustment to any needs of the 
longitudinal arch, but also to the metatarsal arch. This 
support has a special pocket at the forward end which may 
remain flat when no metatarsal support is required or built 
up by the insertion of specially shaped pads when elevation 
is required at the metatarsal arch. 


Designed to act as a mild expedient in relieving the early stages of foot 
strain and fatigue due to excessive walking or standing. It is adjustable 
to meet various conditions and types of feet. Made of the finest quality 
al tan leather, carefully stitched and formed to meet the contour of 
the foot and shoe. Adjusting pads accompany each pair 
SIZES: 
Women’s—2-3, 4-5, 6-7, 8-9, Men’s—6-7, 8-9, 10-11, 12-13, 
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The Market Is Calling 


all buyers—wanting the latest and best—tested by 
comparison. 
No other shoe center gives to buyers the chance for 
a choice obtainable in the Marbridge Building. 
When in New York—be neighborly—a welcome 
awaits you on every floor. 
D. S. MACDONALD, Mgr. 


47 WEST 34th ST. 
Also 1328 Broadway 
NEW YORK 




















Obituaries 


Mose F. Kaufmann 


SAN Francisco, CaLir. — Mose F. 
Kaufmann, a member of the shoe firm 
of Sommer & Kaufmann, died suddenly 
last week of a heart attack while visit- 
ing friends in Los Gatos. He was 74 
years old. 

Mr. Kaufmann was a native of 
Baden, Germany, and had been a San 
Francisco merchant for more than 50 
years, starting in a store on Polk 
Street in 1893. 

He was a relative of Maurice J. 
Kaufmann, co-founder of the firm of 
Sommer and Kaufmann, who died in 
1987, and became associated with the 
firm soon after it was formed in 1897 
and opened on Kearney Street. He con- 
tinued with the firm when they opened 
their new store at 838 Market Street 
ten years ago, and at the time of his 
death was treasurer of the Sommer & 
Kaufmann Corporation. Both stores 
closed May 17 out of respect to him. 

Surviving are his widow, Lottie, and 
a brother, Adolph, also a member of 
the shoe firm. 


Francis M. Douglass 


SeatTLte, WasH.— Funeral services 
for Francis M. Douglass, 53, co-owner 
of Baxter’s Shoe Store, here, were held, 
recently at the Bonney-Watson Fu- 
neral Home. Mr. Douglass died at Pasa- 
dena, Calif., where he had moved last 
July because of poor health. 

When he retired from active business 
in 1988, he was manager of the J. C. 
Penney department store in Spokane. 
Before that he was assistant superin- 
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tendent of the McDougall & Southwick 
department store in Seattle and an 
executive at Frederick & Nelson depart- 
ment store, the Bon Marche department 
store and Turrell’s Shoe Store. 

Mr. Douglass was born in Novelty, 
Mo. He came to Seattle in 1907, moved 
to Spokane in 1927, and returned to 
Seattle in 1933. 

He was a member of El! Katif Shrine 
in Spokane. 

Surviving are his brother, Carl, with 
whom he had shared ownership of Bax- 
ter’s, his widow, his mother, two sons, 
two sisters, and two brothers, besides 
Carl. 


William D. Stevenson 


ROCKVILLE, IND.—William D. Stev- 
enson, age 74, recently retired shoe 
merchant, died recently at his home 
following a paralytic stroke. He had 
been in the shoe business more than 
50 years. He is survived by his widow, 
one daughter, three sons and two broth- 
ers. Funeral services were held in the 
Methodist church, of which he was a 
member. 





Walker Joins Brown Shoe Co. 


ATLANTA, GAa.— Marshall Walker, 
well-known Atlanta shoe man, is going 
with the Brown Shoe Company of St. 
Louis, Mo., and will handle its line in 
the State of North Carolina, featuring 
especially the firm’s Roblee shoes for 
men. 


Nathan with Juvenile 


Sr. Louis, Mo.—N. I. Nathan, who, 
for the past five years, was connected 
with J. Edwards & Co. of Philadelphia, 


N. I. NATHAN 


is now covering his old territory in the 
Metropolitan New York area for Juve- 
nile Shoe Corp. of America. He will 
also cover New York State for this 
firm. 


Credit Policy as Sales Aid 


CINCINNATI, OHIO—Edward S. Hor- 
witz, credit manager of The Charles 
Meis Shoe Mfg. Co., Cincinnati, is the 
author of an interesting article en- 
titled, “Credit Policy as a Sales Aid,” 
which appeared in the April issue of 
Credit and Financial Management. Tak- 
ing the position that the credit man’s 
obligation to cooperate with the sales 
department goes much farther than 
that of merely treating the customers 
with courtesy, Mr. Horwitz proceeds 
in an interesting fashion to take up in 
order the usual daily tasks of a credit 
man and to show how, in nearly all of 
them, opportunities present themselves 
for constructive and helpful coopera- 
tion with the sales manager or the 
salesmen in promoting the business of 
the company. 

While this article applies broadly to 
the average credit man, regardless of 
the particular line of business in which 
he may be engaged, it is of special in- 
terest to shoe credit men and to shoe 
manufacturers and shoe sales execu- 
tives, due to the fact that it is based 
primarily on Mr. Horwitz’s background 
of experience in the shoe business. 


Brown Re-elected Indiana 
Shoe Travelers’ Head 


INDIANAPOLIS, IND.—F rank M. Brown 
has been reelected president of the In- 
diana Shoe Travelers’ Association. C. 
F. Klaus was named vice president; 
R. F. Grosskopf, secretary, and E. C. 
Smeltzer, treasurer. Directors are: 
George Tovey, chairman; George 
Hewitt, C. A. Partee, Edward F. Bay- 
less and Fred Gordon. Committees will 
be named in a month. 


Conducts Marott Radio 


Programs 

INDIANAPOLIS, IND. — Mary Paxton 
Young, formerly WLW radio star and 
singing artist, and well known to radio 
listeners in Indianapolis, will conduct 
all radio programs for the Marott Shoe 
Store over Station WIBC, local broad- 
casting station. Miss Young will an- 
nounce the very latest Hollywoed styles 
and fashions and also Hollywood news. 
The programs will be broadcast from 
the Marott studio at the store. She 
also will assist Frank North, director of 
publicity for Marott’s, in preparing 
comment and singing for the pregrams 


A. J. Slade Holmes Manager 


NEw ORLEANS, La.—It was stated on 
page 32 of the April 22 issue of Boor 
AND SHOE RECORDER that Clarence Mc- 
Bee was the new manager of D. H. 
Holmes Co., here. This was an error. 
A. J. Slade is manager and buyer for 
D. H. Holmes Co. upstairs and better 
shoe department. Mr. McBee is in 
charge of the downstairs shoe depart- 
ment, and is not manager of the store. 
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True or False? 


STATEMENT: 


Because it is concentrated and handy 
to carry, travelers and nurses prefer 


One White Tube Creme. 


True? . . . Right! and they are 


Easily and Quickly 
Kept Neat With 


<x 
wT ONE WHITE Tube erry 
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Factories at Providencs hode Island 


Toronto, Canada 





Dayton Shoe Retailers Meet 


DAYTON, OHIO — “World peace, at 
least during the coming Summer, means 
stabilization of shoe prices and of ma- 
terials,” spoke Paul Crawford, presi- 
dent of the Dayton Shoe Retailers’ 
Club, at the May dinner meeting of 
the club, held in the Hotel Miami. 

“Attendance at the baseball games 
throughout the nation is reaching new 
peaks,” he added, “and this indicates 
to me that people have money to spend 
for the things they want. Are we do- 
ing anything to make them want to 
buy our shoes? 

“There are plenty of opportunities 
today for the alert shoe man to make 
sales and to make a profit for him- 
self.” 

Mr. Crawford pointed out that the 
White Shoe Week in Dayton campaign 
was more of a success than was antic- 
ipated, and members urged that the 
event be made an annual affair. Steps 
were taken for the formulating of 
plans to conduct a Fall Shoe Week in 
Dayton. A committee is expected to 
be appointed at the next session to 
make definite plans. 

Louis A. Miller of Elder’s, reporting 
on his visit te the recent style show in 
New York City, indicated that women’s 
shoes next Fall will be more “lady- 
like,” as well as their hats. 

“While we are going to be showing 
some beautiful shoes next Fall,” said 
Mr. Miller, “the biggest problem to face 
the dealer will be the proper fitting. 
This condition has been brought on by 
the heelless and toeless shoes that 
women have been wearing. So, our 
biggest problem will be at the fitting 
stool.” 

Edward Blomquist of Rike’s, also a 
visitor at the New York show, said he 
believed black would be the prevailing 
color next Fall, with brown next in 
choice. Approximately 70 per cent of 
women’s shoes for Fall will be in suede 
and the balance coming in calf, kid and 
reptile. 

In men’s shoes, the antique finish is 
expected to go over big, and the heavy 
gum soles are held to be replacing 
crepe soles. 

Next session of the Dayton Shoe Re- 
tailers’ Club will be held June 14, at 





Dates to Remember 


Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 28, 29, 30, 31, 1939 

Pacific Northwest Shoe Retailers As- 
sociation Annual Convention, Hotel 
Olympic, Seattle, Wash. 

May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, Hotel 
— and Parker ae Boston, 
14 Ob anenatoes June 5, 6, 7, 8, 1939 

Pd Shoe Fair, Netherland Plaza 

Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
lowa June 11, 12, 13, 1939 

Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
mere, Los Angeles, Calif. 

June 11, 12, 13, 14, 1939 

Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 18, 19, 20, 1939 

Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 

June 25, 26, 27, 1939 

Atlanta Shoe and Ready-to-Wear Ex- 
position, Atlanta-Biltmore Hotel, 
Atlanta, Ga. .......... July 3, 4, 5, 1939 

Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa. 

July 9, 10, 11, 1939 

Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 

July 9, 10, 11, 12, 1939 

Atlanta Shoe Fair, directed by Robert 
Levine, Hotel Henry Grady, At- 
NE ena July 2, 3, 4, 1939 

Annual Outing Boot and Shoe Trav- 
elers Association of New York, 
Karatsony’s, Glenwood Landing, 

+ nage aaa July 13, 1939 

Buffalo Shoe Travelers Style Show, 
ON August 6, 7, 1939 

Annual Convention New York State 
Shoe Retailers Association. Hotel 
Seneca, Rochester, N. Y. 

September 10, 11. 12. 1939 

Official Opening of American Leathers 
and Style Conference for Spring, 
1940, Waldorf-Astoria Hotel. New 

rk September 18, 19. 1939 


Yo: 

National Industrial Stores Associa- 
tien Convention, Lord Baltimore 
Hotel. Baltimore. Md. 

September 25, 26, 27, 1939 





which time it is expected plans will be 
formulated for the annual outing and 
picnic to be held in July. 


What’s New 
Rubber Foot ‘Cushions 


A new detach- 
able shoe cushion 
of felt and rubber 
has been develop- 
ed by Ace-Hy 
Products Co. of 
New York and 
placed on the 

market under the name of Tyr-No- 
More Shoe Pads. These pads fit over 
the shoe and are fastened on the sole 
by a soft metal clamp, which can easily 
be adjusted to allow for different sizes 
and shapes of shoes. They provide a 
shock-absorbing cushion which is 
recommended for dentists, factory 
workers, clerks, court attendants, of- 
fice workers, etc. 


Protects Shoes in Windows 


New YorkK—Walter Mulberg of 46 
West Twenty-third Street, New York. 
has placed on the market a Transparent 
Sun-Blind for use in display windows 
which permits passers-by on the out- 
side to inspect the merchandise without 
difficulty but prevents the actinic rays 
of the sun from damaging the goods 
on display. The sun-blind consists of a 
transparent film which filtems out the 
strong light rays destructive to leather 
and other materials. Harry Bender is 
representing Mr. Mulberg in a sales 
capacity to the shoe trade. 

Transparent Sun-Blind has recently 
been installed in the shop of Town & 
Travel Wear, Ltd., Waldorf-Astoria 
Hotel, New York, as well as in impor- 
tant stores in other cities, and a leading 
men’s shoe concern operating a large 
number of stores is making tests of it. 
The material from which the sun-blind 
is made is non-inflammable and unaf- 
fected by humidity, heat, moisture o1 
atmospheric conditions. It is mounted 
on a roller and can be pulled up or 
rolled down as desired 
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Smart P 


Entering the new Waldorf-Astoria, dominating fashionably 
famous Park Avenue, men guests showed their desire for 
walking comfort when they revealed that 89% of their 
shoes are rubber heeled. 

At the West Side Tennis Club at Forest Hills, well-to-do 
men spectators showed a decided preference for shoes 
equipped with rubber heels . . . majority 81%. 

Men guests of the exclusive Viking Hotel at world- 
famous Newport indicated an 84% preference for rubber 
heels. 

Coming down the gangplank of the Normandie, the 
world’s smartest men travelers showed their heels to survey 
men making a check on heel preferences. By 74%—they 
prefer rubber heels, even though many of the passengers 


RUBBER MANUFACTURERS ASSOCIATION 


were foreigners who are not as comfort-conscious or as 
rubber heel minded as Americans. 

Shoe manufacturers and stylists selling the quality market 
must realize that, where expensive shoes are bought and 
worn, rubber heels are preferred. Across the country re- 
tailers tell us, and will gladly tell you, that most of their 
men customers WANT RUBBER HEELS. 

Sales resistance can be reduced by having more shoes 
factory-equipped with rubber heels for the higher price 
markets. 

All down the line, wherever smart people gather and 
wherever quality shoes are sold, the story is 


RUBBER HEELS PREFERRED 


444 MADISON AVENUE, NEW YORK 
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Why is UNISHANK of importance in this portrayal of faultless 
UNISHANK simplicity and youthful charm? All the vitality and grace of her 


poise depend upon the strength and rigid support built into 


the shanks of those delicate, snug-fitting shoes. 


With UNISHANK they will not let her down! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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aris Street, Everett, Mass. 





BUSINESS OPPORTUNITY 


ted 
Prmiaue and opportunity wm age He on = 








Ends and 
mg reasonable. -Wri . E. Watson, Belle 
fontaine, Ohio. ‘ 
_FOR SALE 





BRICK FACTORY BUILDING, four stories 
and with railroad 
sidin, cost $150,000.00 for v0 0000 00 at Mans- 
field, Ohio. medium 
priced ei —, For 2a write 
to G. W. Bahl, Sr., Broker, Mansfield, Ohio. 


hyd STORE: In Northern Pennsylvania 
ha retail tion of over 11,000. 
ving popula’ : 











EW walnut fixtures and desirable lease in 
pen Ata 
sacrifice. $258, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 





MERCHANTS’ NEEDS 
[MEORTED DUTCH WOODEN SHOES 


I 


pe 
Huntington Station, New York 








WANTED TO PURCHASE 


SHOE Store, doing upward of f esneee. Give 


iormation in first 
> = h Recorder,’ 239 West 





3 
5 
i 








LINE WANTED | LINE WANTED 
SALES ORGANIZATION FORMERLY CONNECTED WITH LARGEST IMPORT MANUFAO- 
TURER OPERATING FROM OWN OFFICE AND SHOWROOM IN 8T. LOUIS DESIRES CON- 
N N WITH FIRST GRADE MANUFACT KIN AIL ARCHSUPPORT 





8T. LOUIS 
HOTEL DURING BOSTON 





MA G - .-— RET 
SHOES IN ADDITION So lanan —SPORT 
N ENTIR MID WESTE 


DEP. 
SHOE t RECORDER 1627 


ITH BOOT & LOCUST 8T., 
ERSON aL INTERVIEW POSSIBLE EITHER 8T. LOUIS OR AT STATLER 








Wate? ee line of Ladies 
ovelty shoes for “4 Coast. Case lot 
on commission basis. ell acquainted 


a 239 West 39th Street, New York, 





ANTED:—Men’s and Boys’ popular priced 
Wines for eastern Pennsylvania. LEighteer 
years’ experience on the Can furnish 


references. Add 
a eg 239 West 39th” Street, New York, 





LINE Women’s Dress Arch or special fea- 
ture gees to Ee 3.00 and $4.00 or will 


Misses’ and Girls’ style shoes to 
fo ae ae 25 years’ ex 
Indiana. Also 


not 
Present employed. Address $265 care 
Boot & ba yee, 239 West 39th Street, 
New York, N. 





POSITION WANTED 


Ron. St — es desires Ser 


Address 
_ = oy Recorder, 239 West 39th 
Street, New You N. 


OOKKEEPER - accountant - oungentens. 
B pale = . ity; le ac. 
——— - = in eo Sutnare 
oo ropolitan N ay .  Competen 
rapher and typist. Interview at i on 
Phone Navarre 8-3449, Forster. 











ae shoe-man desires position as 
Cc. senior ~ -*.F 





dress $266, care Book Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR RENT 
SPACE for ayy mm pom in up-to-date 





S 
York, N. 





FOR LEASE 








FOR LEASE 





100% Successful Location 
in Hartford, Conn. 


Corner of Main St. and Pratt St., in 
Hartford is considered one of Amer- 
ica’s 100% location . . . definitely the 
woman's specialty store corner in 
New England. Corner store, until a 
few weeks ago, was occupied by Ler- 
ner’s . . . store next door was 
until May ist, Sng by John Irving 
Shoe Store. Either store or both may 
be leased. Inquire of Outlet Millinery 
Co., 6 Pratt St., Hartford. Attention 
of J. H. Weigle, or your own broker. 





























i 
f 





the rate is 7 cents per 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
advertisements Minimum 


charge, 75 cents. For all other classified 
number is desired twelve words should be added for the address. In 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
is payable in advance. 
‘or this page must be in our New York office on Friday of the week preceding publication “®® 


word. charge, $1.25. 
all other cases each word of the 
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WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-51 80-5181 

















- SQUARE 
FOOT 
MEASURE 


7 6 


make this THE most per- 

fect fitting device ever 
made. It adds dignity and up-to-dateness to 
any shoe store. Send for FREE FOLDER. 














Buyers of Surplus Stocks 


We wilt entire of 
buy surplus or - stooks snees 
QUANTITY NO OBJECT 

















U.S.M.C. Wins Eyelet Case 


New York—In the United States 
District Court, Southern District of 
New York, the United Shoe Machinery 
Corporation, as plaintiff, vs. Atlas 
Tack Corporation, defendant, opinion 
was handed down by Judge Hulbert on 
May 38, 1939, sustaining the validity 
of two patents and providing for a 
perpetual injunction. The inventions 
relate to an improved shoe lacing de- 
vice (letters patent No. 1,748,952) 
particularly adapted to invisible eyelet- 
ing; and a method of inserting same in 
shoe uppers (letters patent No. 1,748,- 
951). 


Enlarging Store 

New OrLgaNs, La—Sam Weisler, 
proprietor of a department store here, 
has bought in the corner lots at Elysian 
Fields and St. Claude Avenue, and will 
soon build a modern and up-to-date 
department store at that corner. The 
floor space will cover 68 by 129 feet. 

In 1922 Mr. Weisler opened a small 
dry goods and stoe store at Burgundy 
and Touro Streets, close to the Lauten- 
schlaeger Market. In 1925 he branched 
out with a larger department store at 
Rampart and Frenchman Streets, re- 
maining there for 10 years and build- 
ing up a big business. Removing again 
to Frenchman and St. Claude Avenues, 
his present location, he moved into a 
very up-to-date store. 


To Show Lines at Boston 


Pepp Howard, well-known New En- 
gland salesman for Jarman Shoe Com- 
pany, will show the complete line of 
Jarman shoes for men at Room 324 in 
the Parker House during the Boston 
Fair, June 5-8. 

Salesmen of the Eagle Shoe staff will 
meet their friends at Rooms 448-450, 
Hotel Statler, during the Boston Fair 
The staff includes Roy T. Johanson, 
Helmar C. Johanson, Aaron Potashnik, 
Joe Rice and John MacRobert. 


Open Corrective Department 


BALTIMORE, Mp.—Hochschild, Kohn 
& Company, here, have recently opened 
a new corrective shoe department and 
a complete service on corrective shoes 
for men, women and children is now 
being rendered under the direction of 
Nathan Schenthal, manager of the shoe 
departments. 

A complete stock of Sabel’s Correc- 
tive Shoes for minor and extreme cases 
is being carried in the new department. 


Visiting American Trade 


Centers 


New York—D. Lazar, director of the 
selling organization of the C. F. Bally 
factory in Capetown, South Africa, and 
also associated with W. M. Cuthbert 
& Co., Ltd., arrived in New York May 
14, accompanied by his son. Mr. Lazar 
came on the Empress of Britain in com- 
pany with Major Sam MacClure, man- 
aging director of W. M. Cuthbert & Co., 
Ltd. He expects to visit various trade 
centers in the United States. 


A. E. Starin with Binding Firm 

New York—Arthur E. Starin, for- 
merly sales production manager for 
Dr. Scholl’s Scientific Shoes, foot ap- 
pliances and remedies, now holds a 
similar position with the Economy Bias 
Binding Company, of 41 East 11th 
Street, New York. This company has 
brought out many interesting designs 
in bindings, strippings and other nov- 
elty trimmings for shoe uppers, plat- 
forms, etc. 





BRANNOCK SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satishied customers return 
@ ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 
Write fer Deseriptive Felder 
factories 


and list of shoe offering Brannesk Devices 
at apecial cooperative price. 














Melville Employees Presented 
Service Emblems 


Worcester, Mass.—Nearly 200 em- 
ployees of Melville Shoe Corp. were 
presented emblems of service May 3 by 
Ward Melville of New York, president 
of the corporation, at a luncheon at the 
Hammond Street plant. 

Attending were 353 employees of the 
warehouse, accounting and merchandise 
control departments, which are cen- 
tered in Worcester. 

Largest group to receive the em- 
blems included 72 employees who began 
work when the Worcester departments 
were established 10 years ago. 

Maurice M. Wit, woman’s shoe buyer, 
was presented a 20-year emblem, while 
Arthur G. Hawkins, traffic manager, 
was awarded a 15-year emblem. Pres- 
ent was Fred W. Schultz in charge of 
the returned goods department, who 
has served 31 years with the company 


Fair Interest Emphasized 
In Shoe Promotions 


Cuicaco, Itu.—Due to the wide- 
spread interest in travel to both Fairs 
which is in evidence in this area, 
O’Connor & Goldberg are placing spe- 
cial emphasis on suitable travel shoes 
in their Costume Bootery. In addition 
to adding a new line to supply this 
need, the shop is featuring a number 
of medium-heel, dark, conservative-type 
shoes. A special effort has been made 
in the design of these to make the foot 
look as small as possible and yet pre- 
serve the necessary comfort details. 
Outstanding in the collection are those 
with elasticized gabardine quarters 
which are combined with calf or alli- 
gator. Due to past experience in the 
type of local demand for wear at the 
Chicago Fair, the majority of these 
shoes are in black, blue or brown. 





INCREASE 
YOUR SALES 


$ $ 


Bring More Customers 
into Your Store 


Serve Them Quicker 
and Better 


Make Every Customer 
a Walking “Ad” 


YOU CAN display your merchan- 
ae a —_ wan turns window 
to bu customers. 
Our MODERN WiNDow FIX- 
TURES add extra appeal to shoes. 
We also have the latest in FITTING 
STOOLS and MIRRORS. Ask for 
information. 
YOU CAN have your customers 
wear your heaviest, stiffest shoes out 
of the store feeling as though they 
have on their old shoes. sk for 





information on the PLIANTOR, the 
machine that “walks” the “breaking- 
in miles.” 

YOU CAN save time, and your cus- 
yng wy by Rectang Se right 


time new 
T-SQUARE FOOT MEASURE is 
the answer to the shoe man’s prayers. 
YOU CAN fit “hard-to-fit” feet with 
shoes that do not gap, bulge or slip 
at the heel. It is possible to shrink 
leather and — without harm— 
without lea mark. Ask for 
information on ‘SHOE DOCTOR 
SHRINKERS and FLUID. 
YOU CAN provide comfort in style 
shoes or inexpensive shoes with an 
insert that retails profitably at $1.00. 
Ask for information on GLIDE-O- 
MATICS. 


_ Mail the coupon below today 


CHARLES HENRY BROWN 
E— SON,INC. 


jeuumwewes TEAR HERE @282eee"88 
CHARLES HENRY BROWN & SON, Ine. 
Marbridge Bidg., 47 W. 34th St., New York City 
re ae ae ees ee ie eS Mee 


FIXTURES 

PLIANTOR 

T-SQUARE FOOT MEASURE 
SHOE DOCTOR SHRINKERS 
@LIDE-0-MATICS 
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BOOTS AND SHOES 


C. H. ALDEN SHOE CO., Brockton, Mass. 

AULT-WILLIAMSON SHOE CO., Auburn, Me 
BASS, G. H., & CO., Wilton, Me 

BROOKS SHOE MFG. CO., Philadelphia, Pa.. 

BROWN SHOE COMPANY, St. Louis, Mo 

CURTIS SHOE CO., INC., Marlboro, Mass 

DANVERS SHOE CO., Manchester, N 

EAGLE SHOE COMPANY, Everett, Mass. 

ELAM, F. S., SHOE CO., Rochester, N. Y 

EPHRATA SHOE CO., Ephrata, Pa 

EVANS’, SONS, L. B., CO., Wakefield, Mass. 

FIELD & FLINT CO., Brockton, Mass. 

GILBERT SHOE CO., Thiensville, Wis 

GREEN SHOE MFG. CO., Boston, Mass. 

HANNAHSONS SHOE CO., Haverhill, Mass 

HAZZARD, R. P., CO., Augusta, Me 

HYDE, A. R.. & SONS CO., Cambridge, Mass. 

KRIPPENDORF-DITTMAN CO., THE, Cincinnati, O 

MASTERBILT SHOEMAKERS, Lynchburg, Va 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 

MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass 

MUSEBECK SHOE COMPANY, Danville, Il 

NATHAN, DAVID T., Boston, Mass 

NATURE FOOTWEAR CORP., Brewer, Me 

NUNN, BUSH SHOE CO., Milwaukee, Wis... 

OWENS SHOE CO., Salem, Mass 

PACKARD, M. A. CO., Brockton, Mass. 

PALM BEACH SHOE CO., Boston, Mass. 


LEATHER AND OTHER MATERIALS 


AMERICAN HIDE & LEATHER CO., Boston, Mass.. 
EVANS, JOHN R., & CO., Camde n, N. J 
FELTERS COMPANY, INC., Boston, Mass 
GALLUN, A. F., & SONS CORP., Milwaukee, 
GUTMANN & COMPANY, Chicago, Ill 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa 
HYGEA RESEARCH CORP., New York City 
KISTLER LEATHER CO., Boston, Maes...... 
MOORE FABRIC CO., Pawtucket, R. L. 

OHIO LEATHER COMPANY, Girard, O 

SETON LEATHER CO., Newark, N. J 

SURPASS LEATHER CO., Philadelphia, Pa 
TAYLOR, THOMAS, & SONS, Hudson, Mass 
VAN TASSEL LEATHER CO., Norwich, Conn. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BECKWITH MFG. CO., Dover, N. H 

DEWEY & ALMY CHEMICAL co. Cambridge, Mass 

DU PONT, E. I, DE NEMOURS & co., INC., Arlington, N. J 
EVERETT & BARRON =. Providence, R. I 

LITHOX CORP. THE, W apokon 0 

PROSPECT MILLS CORPORATION, Cambridge, Mass 
UNITED FAST COLOR EYEEET CO. Boston, Mass 
UNITED LAST CO., Boston, Mass 

UNITED SHOE MACHINERY CORP., Boston, Mass 


STORE EQUIPMENT AND FINDINGS 


BRANNOCK DEVICE CO., Syracuse, N. Y 

BROWN, CHARLES HENRY & SON, INC., New York City 
SHOE SUNDRIES, INC. Chicago, Il 

ZOURI STORE FRONTS, Niles, Mich... 


MISCELLA N EOUS | 


AMBROSE, MATT, & SONS, Syracuse, N. Y 
BARIS SHOE COMPANY, New York City 
BOSTON SHOE FAIR, Boston, Ma 

HOTEL LORD BALTIMORE, Baltimore, Md 
IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO. INC., New York City 
MARBRIDGE BUILDING, New York City 


POLACHEK, Z. H., New York City 
RUBBER MANUFACTURERS ASSOCIATION, New York City........ 
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